ifteen Cents a Copy One Dollar a 
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Puget Sound Machinery Company Buys Building 


The Economic Need for the Gear Manufacturer 
L. G. Hewins 
Business Man’s Interest in Bankruptcy Cases 
Elton J. Buckley 
More Progress Being Made in Simplification 





Signs of Favorable Business Conditions 


New Products and Improvements of Interest 








General News From the Field (Six Pages) 


Entered as second-class matter August 3d, 1917, at the post 


Published by The Crawford Publishing 
fice at Chicago, Illinois, under the act of March 3d, 1879. 


537. South Dearborn Street, Chicago 














Force Feed Oilers Standerdinnl for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FoR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 


Ltd PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 











G DETROIT [UBRICATOR (OMPANY. G 


DETROIT, U.S. A. 














In Stock for Prompt Shipment— 


Cap Screws — U.S.S., S.A.E. Milled | 
or Upset 
Set Screws—U.S.S. Milled or Upset 
Nuts—S.A.E. Plain and 
Castellated 
Milled Brass Nuts 
Milled Studs 


When you are in a position to fur- 
nish your customers with fine screw 
product and are able to do it promptly 
you know that they are signed up for 
good. 





It is a difficult matter to always supply uniformly accurate screws and nuts but you can | 
do so by specifying Namco. 


Let us have your next order—your customers will appreciate Namco Screw Products. 


The National Acme Company, Cleveland, O. 


New York Detroit Chicago 


Warehouses—New York, Chicago 











Hughson & Merton, Inc., San Francisco 
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The “Red Cap” Line is Going Big! 


This year is adding tremendously to the popularity of the 
CAPITAL “Red Cap” Line of industrial brooms and brushes. 
In practically every line of industry, the CAPITAL line is 
demonstrating its supremacy more strikingly than ever be- 
fore. Our jobbers are reporting bigger sales over a wider 
range, and each new sale produces a steady flow of repeat 
orders. 








1924 
a 


Are you getting your share of this big business? If not, now 
is the time to start. You'll make your biggest profits by 


handling the CAPITAL “Red Cap” Line exclusively. 


Write today for Catalog 17, our prices and 
details of our business-building sales plan. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 


CAPITAL Brushes Brooms 





















The Only Solid Woven Belt 
Made With Three Sets of 


Interlocking Binders 


Solid Woven Construction is probably the 
latest, or newest method of putting to 
gether or building a power transmission 











medium. In principle it is mechanically cor- “WOOSTER” BELTING has_ stood the 
rect, but the method of construction to suit test of service and can be offered with con- 
actual working conditions determines its fidence. Our business has been built up on 
real value. We claim, and can prove quality. Will it pay you to follow the same 
| that the construction, or weave, of principle ¢ 
i “WOOSTER” BELTING comes nearer As Jobbers, you have many transmission and = con- 
} - . ° ~ veyor problems presented to you which require an 
pertection than other types, and 1S therefore intimate knowledge of basic requirements. Let us 
. me ° oe help you in. satisfactorily meeting these conditions, 
a more desirable and sate selling proposition Our experience and knowledge are at your disposal. 
for the Jobber. Belting made up to sell DURYEA MANUFACTURING COMPANY 
cheaply must be constructed accordingly, Bayonne, N. J. 
and cannot be considered a business builder. N1so manufacturers of HAN-DEE Belt Dressing, a semi-liquid, put 


in one pound collapsible metal tubes Handy and economical 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends 




















TY your 
File Insurance 


The Highest 
Grade File Made 


‘“‘The File You Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 

















PROPER ATOMIZATION °foi*™* 
AND INTENSE HEAT ,xnitp 
WITH ‘gros’ AIR AND OIL “txirs 


La 









INJECTORS 





500,000 


satisfied users of U. S. Automatic 


The rotary pumps that take up their own wear—en- 
dorsed by practically all of the busy oil burner installers 
—They’re busy because they have a unit that, once in- 
stalled—is there to work—These pumps are not a new 
experiment—they’re well built, scientifically designed 
machines—each part ground true to size so that it will 
be capable of doing its work. 
35 Years Experience Making Machinery 

Used by the Standard Oj Co. The Texaco Co The sinelair 


Ketining Co., to mention only a few—but they know what pumps 
iu 


Units, large and small, designed for all sizes of fuel oil burning 
plants to give satisfactory service. 


Get the LEIMAN BROS. Mow York 


Catalog 
Makers of good machinery for 35 years 


60 Lispenard St. 








Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. §S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 
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THREADING 
2 INCH PIPE IN 20 SECONDS. 


It is possible with this “TOLEDO” Power Drive 
and No. 100 P. D. threading device. It is also 
possible to thread 1 in. pipe in 8 seconds and 114 in. 
and 1!, in. correspondingly fast. 


There is nothing to compare with this power equip- 
ment for threading these smaller sizes of pipe. It 
is in a class by itself. 


One owner has just written us—‘I would not be 
without one for many times its cost. One man with 
this tool can keep three men busy and it saves 
them a lot of hard labor. I have already sold two 
of them to different contractors who have seen mine.” 


This letter speaks for itself. The cost of this tool 
is low. Comparing its speed with hand operated 


methods or even ordinary power machines, will revea! 
a time and labor economy that will make it pay for 


itself over and over again. 
“TOLEDO 
TRACK ae 


yo 








sa Sign of ¢ 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, O. 


NEW YORK OFFICE, 50 CHURCHIL ST, 


Canadian Mfrs., A. B. Jardine & Co. 


Hespeler, Ont, 














TO HELP YOUR SALES 


Argument No. 2 






O be salable, every day, every year, an article must 
have recognized value. 


American Pressed Steel Hangers and American Steel 
Split Pulleys are as salable as nearly thirty years of ex- 
perience in the power transmission field can make them. 
We sincerely believe no better hangers and pulleys have 
ever been made. Yet as convinced as we are of the truth 
of this statement, we have never let up in our search for 
ways of adding to the merit of the “American” line and 
in that way making it easier for our dealers to make larger 
sales and more of them. 

That our faith in our product is not unfounded, is evi- 
denced by the more than six million “American” Pulleys 
at work in thousands of plants and by the immediate ac- 
ceptance of the “American” Hanger when it was added 
to the line. 

You can sell both “American” Hangers and “American” 
Pulleys, sure in the knowledge that we have built them 


Another sales- 
building ad- 
Mantage of the 

American” 
line will be de- 
scribed in the 


Aiguat ieee. so well that we are able to guarantee them. unreservedly 
for their proper range of service to both you and your 
customers. 


That is the sort of a line you can sell profitably. 


A. t ICAN The American Pulley Company 





























Manufacturers of Steel Split Transmission 
STEEL SPLIT Pulleys, Pressed Steel Shaft Hangers, 
HANGERS | PULLEYS med Pred Sie "Sure 
a . -“ - 
’ a= Segesite Salami RR AB tig oe _ 4200 Wissahickon Ave. Philadelphia, Pa. 
mene = 
a L 
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| — | 
| Lubrication Inf ion Servi | 
1 ubrication Information Service | 
| Intelligent service brings re-orders | 
i In order to assist dealers to render the proper information to their customers, | 
Adam Cook’s Sons will be glad to answer for all readers of Mill Supplies inquiries | 
| pertaining to lubricating problems. It will give the best available information 
if) from authoritative lubrication engineers and sales experts. This service is without 
i} charge. Every inquiry must contain name and address of writer which will be | 
i} held in strictest confidence. If the inquiry is of general interest, it will be answered in | 
| this publication. 
i} Address Sales and Engineering Dep’t—Adam Cook’s Sons, 708 Washington St., New York | 
| | 
_——— oe ee ——! 
sags Reape pe Tek, Ti Se ee En vou perfect lubricating efficiency 
lrilled with hol r grease cups whi and will overcome all drip and 
ore - ‘ the bearing on ‘ size ¢ # 7 bec Re t a all . . . spatter, 
\ns. Yes! When = machine \ns—_Use a “WV” type. brass We. I One « 
tops the How f \lbany (arcase : : : customers has a. large Lamshes 
stOps, lOW O Dhak dest bushing which will solve vour which stands in the open. WI 
stops and the film — solidifies ; problem. oe best for it, on at 
on starting up machine, it agai ’ ; ; 
Rn eile: telliientod Ww. C., Ind rchard, J Ans—No. 3 Albany Grease in 
OWs, KCCpPINe Dec. Ys Mpricated \ ares - cal Seladeatine: ar: eck ‘ 2 aaa : . 
A ee eee eee oe winter. No, NNN Albany Grease 
Pallow Commons degeigg: plash on our ceiling and windows. H in summer. 
; - : ‘ , - ; S Rivn, N. 3 \ customer of 
\ns.—When the bearing load 1s \ns. Equip the oil holes in the ours ny Grease No, XXX ot 
heavy and the bearing surfaces are anger bearings with grease cups, are aon “ae ae 
forced together, the oil film = its week should be fitted with a seem tirely too fas his 
: 1 e OVE 4 m 
forced out and a metallic contact copper rod that rests on the shaft \ : = 
é : ; - ns. Yes. Check off the sup- 
will occur. With Albany Grease. surface and extends through the at e sup 
oe : : ie ply by means of the = set-screw. 
the film cannot be forced out, thus cup \lbany Grease No. 3 used as \i . ; th ; ul Thi 
¢ - ° . : : SO False > grease cup. Ms 
metallic cont.ct is prevented, a shaft bearing lubricant will give : es | 


will keep the supply of greas 
further from the heat of the 
eccentric. 


lr, W’., Galveston, ‘ 
difheulty in properly lubricatin 
1 5 on our. ships Be 
creak and groan ig tri 


\ns.—Change your lubricant to 
one that will feed of itself, as the 
bearing requires it. Albany 
Grease NNN will satisfactorily 


-meet your requirements. 
























irgh, Pa.—-We are usin 
( in our machine = shoy It ums up 
indi runs through to the floor a oil too 
thir r can grease be used, and, if so, 

















Ww it ca 

\ns.—AlIl fluid oils will drip, but 
\lbany Grease No. 3 will fulfill 
your requirements, as it does not 
gum nor drip. 


%¢ us eat orf 


OOD Profits — and 

every day sales 
make ALBANY 
GREASE a desirable 


\ item to feature. 


R. T., Baltimore, Md.--I am Vubricating 
my crank-pin with a eer This, while 
better than feeding oil lirect, is uncer 


tain. Can [ use anything better 





Ans.—Yes! Use a medium con 
sistency of Albany Grease in an 
\lbany Crank-Pin Cup, and = do 
away with your wiper, oil cup and 
Muss, 








Mill Supply Dealers would be 
mighty fortunate if they could 
rely upon the sale of other 
products, as they can upon 





A complete stock of the sale of Albany Grease. A Bis Sie Cri ae : 
Albany Grease can | “es ater 'C dia T. a ae ee 
be carried with little Over 10,500 mill supply and _hard- vet er be agp Gre ase am using scems 
investment Large ware dealers carry Albany Grease o gum up and have to clean out bearings 

agers ‘ a because of the universal demand and runways every week. Could I mix 
stocks are unneces- created by its advertising. oil with any grease to make the grease 
sary. Your annual 


smoother ? 
fill-in orders will pro- 


sauce ems | ADAM COOK'S SONS 
708 Washington St., New York 


Since L868 


Ans.—No! The oil would not 
help you. Use Albany Grease No. 
0 in winter and No. 1 in summer. 
Albany Grease will positively not 
gum up. 
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It used to be “Some job” ice) reship 


screw Plate Assortments—the right size 
boxes were not always available and _ it 
took time to build boxes to fit the assort 
ments. 


It’s different mvow—the Greenfield way 
has simplited shipping methods com 
pletely. 


Now the shipping clerk takes the mum 
bered plate from the shelf, all packed in 
a corrugated container, slaps on an ad 
dressed label and off it goes to the cus 
tomer who receives it in perfect condi 


pe So aes eee + 4 
(of oe 4 ee " | lO), 


Well gladly mail any Jobber or Dealer 
the complete list of 44 Assortments 











. 








shipped im this manner, also a copy of 
Catalog 460-\. 


Y= re / ir 
‘Kp \ \l {Ly 


GREENFIELO § TAP AN D DIE 
CORPORATION » 


GREENFIELD, 4 MASSACHUSETTS 
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“THE REEVES” Motor 
Pulley is composed of two 
principal parts—the wooden 
proper, and the metal com- 
pressible cone centers. Four 


machine screws draw the 
cone centers together so that 
the pulley “‘freezes”’ onto the 
shaft and centers itself, ab 
solutely true 





ais _ 


“THE REEVES" Motor 
Pulley is easily mounted to 
a shaft in any position and 
just as easily removed. A 
screw driver is the only tool 
required. With the inter 

chengeahle cone center sys 

tem, a given size pulley can 


be adapted to a wide rang 
of shaft sizes simply by > 
plying the proper size center 





STOCK SIZES 
INSTEAD OF 


When You Carry 





MOTOR 
PULLEY 


HY tie up your money in a big stock of 

motor pulleys when ‘“The Reeves’ Motor 

Pulley will reduce your stock four-fifths? 
A stock of 223 REEVES Motor Pulleys with the 
interchangeable cone centers is equivalent to 1030 
ordinary motor pulleys, and costs much less to buy 
and replace. 


“THE REEVES” Motor Pulley has been thor- 


oughly tested and proved. For over two years our 
designers and engineers have been building and 
testing, and now we offer this superior motor pul- 
ley that— 


Grips the shaft firmly and securely. 
Centers itself on the shaft. 

Is easily applied and removed. 

No set screws required. 

Cone centers are keyseated. 

Cone centers interchangeable. 
Reboring never necessary. 


Think of the advantages of selling ““ THE REEVES” Motor 
Pulley with all these important improvements! And think 
of the saving “THE REEVES” Motor Pulley offers you in 
actual dollars and cents! It is only necessary to invest a small 
amount of money for a complete stock and the interchange- 
able cone centers do the rest. Made by an old-established 
company which has been manufacturing wood pulleys for 
over 37 years. Write today for our proposition to dealers 


— jobbers. 


REEVES PULLEY COMPANY 


Established 1887 
COLUMBUS, INDIANA 


NAQAS WN - 
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CAST IRON 
HANGERS 






“Universal Giant” Ring Oil- 
ing Ball and Socket Hang- 
ers are made of Cast Iron 
and are 
Practically Indestructible 


CAST IRON is the only material 
that will give the rigidity and 
strength needed to support line 
shafting. 








“UNIVERSAL GIANT” Cast 
Iron Hangers are non-flexible and 
hold the shaft in position without 
bending or working apart. 


BALL and SOCKET ADJUST- 
MENT reduces friction and in- 
sures perfect alignment of shaft- 


ing. 





coe RING OILING BEARINGS pro- 
, 2A vide positive automatic lubrication. 
st? Send for dealer plan. 





‘TBWoods Sons Co. Chambersburg Pa. 


Makers of Power Transmitting Machinery Exclusively and Continuously since 1857 
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me 7 
an d the second drill Drilling crankshafts is a 
has now gone _ severe test for any drill, 


10189 inches and is about at the best; but one where 
half worn out.” “ _ the 7716 drill again has 


; shown its supremacy. ©& 
This from a large manu- P . 


; O facturer whois using 7716 pt at first 2 = 
NATIONAL drills, %4-inch diameter, 12 order is now specified as 


pith standard equipment in 
FIRST" inches long, for drilling his plant. . a a 
O connecting oil holes in 


We suggest that you 
automobile crankshafts. enetir ie such a et 


Holes are about 5 inches’ ences and insist on 7716 
deep. “ «~~ ® on your next drill order. 


MANUFACTURERS 
of pARABOLIt = and rite DRILLS 
MILLING CUTTERS 
TWIST DRILLS - REAMERS: MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL € TOOL COMPANY 


DETROIT, U.S.A. 


BRANCHES 


NEW YORK, N. Y PHILADELPHIA, PA CHICAGO, ILL. SYRACUSE, N. Y. nee, SY 
73 Warren Street 43 North Sixth Street 26 South Jefferson Street 107 Gifford Street (6 Fearl © 
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Inspection is one of the most im- 
portant operations in the manufacture 
of O-B Valves. One little flaw or de- 
fect in the smallest part might mean 
the difference between a good valve 
and a poor one. 


To eliminate all chances of defec- 
tive materials, every O-B valve part 
after every operation is given a care- 
ful visual inspection. Then to fur- 
ther make sure that every one is just 
right—O-B Valves are tested under 
hydraulic pressure. 


Just one of the many precautions 
taken in the production of high qual- 


INsPpecTING O-B VALVES ity O-B Valves. 


the Ohio Brass co. 


Mansfield &-7Ohi0.US A. 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg CHICAGO, 343 So Dearborn Street 
WM. P. HORN CO.. Pacific Coast Agents San Francisco Portland Seattle Los Angeles 














Great for Standing Hard Abuse Are the 
- sme Screw Feed 


Grease Cups 


————— 






Can be furnished highly pol- 
ished or rough brass and the 
larger sizes in malleable 
iron. 


“Sherwood” design assures 
lots of stock in shank and 
base to stand hard usage. 


Nice thread work insures Sizes range from No. 6, |!) 


in. diam. '/) oz. capacity, to 
No. 18, 3%. in. diam. 26 oz. 
capacity all great grease 
savers. 


easy operation. 


Liberal stock is kept on hand 
for immediate shipment. 





Write today for catalog We are sole: manufacturers 


of Sherwood engineering 
Specialities and brass found- 
ers and finishers. 


No. 18-5 covering complete 
line. 


Sherwood Manufacturing Co. 1713 Elmwood Ave., Buffalo, N. Y. 
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100,000 Pulleys 


[2186 Different Sizes] 


Always Ready to Ship 


ORE than 100,000 Rockwood Paper Pulleys 

—2186 different sizes from 2 to 14-inch diam- 
eters—always in stock at Indianapolis—and always 
ready to ship the day your order is received. By 
far the largest stock of paper pulleys ever carried 
by anyone, anywhere! A remarkable development 
in pulley service! 


With this better pulley immediately available in such a wide 
range of popular sizes—there is no longer any reason why 
anyone should ever use an inferior iron or wood pulley. 


This booklet (Form 546) gives de- A ROCKWOOD PAPER PULLEY WAREHOUSE 
tailed dimensions of the “stock” 

Roc lense Paper Pulleys. Write for is — in operation oth ans o-oo a ed 
it TODAY, and ask for net prices. complete range of tock sizes of OCRWOO 


Paper Pulleys. Similar warehouses are to be established 
in other centers as a part of this bigger and better 
Rockwood Paper Pulley Service. 

DEALERS: Carry an assortment of 


Rockwood Paper Pulleys in the common- THE ROCKWOOD MANUFACTURING CO. 


ly-used sizes. We make up these “stock” 


sizes in large quantities and sell them to Indianapolis, Ind., U.S.A. 
you at “big-run” prices—a desirable sav- ROCKWOOD PAPER PULLEY STORES, Inc. 
ing in cost! 801 N. Second St., St. Louis, Mo. 





the PowermAll the Time 


ROCKWOO 


PULLEY 
? SERVICE 














When writing to Advertisers please mention Mitt Suppctes, 








XUM 











XUM 





























LAMINUM is the material for shims now being used in thou- 
sands of plants all over the country. LAMINUM PEELS! 
LAMINUM is composed of layers of very thin shim brass held 
together by a metallic binder. Obtainable in sheets, or strips of 
any desired size up to 6 inches wide by 36 inches lone. 

There is no substitute for LAMINUM: no similar product: no 
competition. Therefore, LAMINUM sells readily and is bought 
eagerly, 

The discounts are very liberal. The demand constantly increas 


ing. The market gets larger every day. 
Correspondence With Jobbers Invited 


LAMINATED SHIM COMPANY, Inc., 223 14th St., Long Island City, N. Y. 
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roadcasting 
The World's New & 
Drilling Record = 


: . 





T the rate of 116 inches per minute through 
CAST IRON, and 50 inches per minute 
through MACHINERY STEEL— 


This is the NEW world’s drilling record estab. 
lished by 


CLE*FORGE ":44,. DRILLS 
TRADE MARK REG. U.S. PAT. OFF. 
at the Convention of the American Railway 
Association, Mechanical Division (Master Me 
chanics and Master Car Builders), in Atlantic §; 
City, during the week of June 11-18, 1924. 


Forthe SECOND consecutive year, CLE-FORGE 
HIGH SPEED DRILLS have demonstrated their 
supreme strength and cutting qualities in a gruel- 
ling public test. 


Records of unusual performance by CLE-FORGE 








CLE-F ORGE — The World’s Record Drill 
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A CLE-FORGE Goal—No Wasted Hole 


























HIGH SPEED DRILLS are not confined, how- 
ver, to public demonstrations of this nature. 
n many plants, throughout the country, they 
re producing more and better holes than was 
ossible until their introduction. 


1rough 
ninute 




























estab. 


ere, we learn of a 43% reduction in hole pro- 





5. uction costs on steering knuckles. There, a shop 
tarted to use CLE-FORGE and increased hole 

; roduction in cast iron flanges by more than 

ailway 7%. A third saved nearly $5,000 a year. Still 

or Me: Brother, using CLE-FORGE, put into the bank 

_— he neat sum of $19,343.50. 

ORGE phere are sound economic reasons why you 

rp er hould use CLE-FORGE HIGH SPEED DRILLS. ° 
here are sound mechanical reasons. There are 

gruel Bi] sounder financial reasons. 

YRGE Vhy not let CLE-FORGE “tell their own story’”’ fi CLE-FORGE HIGH SPEED DRILLS 


tN establishing the new world’s drilling 
vy record at the Convention of the 
American Railway Association, Me- 
chanical Division, in Atlantic City, 
June 11-18, 1924. 


PRS ANAW IS 


TWIST DRILL 
COMPAN Y 


CLEVELAND 
NEW YORK-CHICAGO- LONDON 


S The 





TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES 





When writing to Advertisers please mention MILL Surpttes. 15 








KULL QUPPULES 


The “Standard” Belt Clamp 























A Money Making Proposition 
for Dealers 


Lower priced than before but much stronger, with a 
greater margin of profit for the dealer. 


TANDARD Belt Clamps are made from selected stock — all | 


clear, straight-grained maple, planed and crowned by hand. 
They are made extra wide so that every size clamp will accommo- 
date the same width belt. 


They save so much and cost so little that your customers cannot 
afford to be without them. 


They are of standard construction, which insures durability, yet are 
light enough to be carried easily 





We will be glad to supply you with price 
lists and discounts. Our line also includes 
hand presses. belt trucks, shearing knives 
and belt reels for the belting dealer. 


STANDARD LEATHER MACHINERY CO. 


130 North Wells Street 
CHICAGO, U.S. A. 
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ETWEEN the covers of this 
report are the findings of A.C. 
Nielsen Company, in an investiga- 
tion of the performance of Skayef 
Ball Bearing Hangers used by E. C. 
Atkins & Company. 


There are detailed figures of the 
saving in power, the comparative 
labor costs for oiling plain bearings 
and Skayef hangers, the cost of lubri- 
cants used, supervision necessary, 
and delays avoided. 





W ite fort is story 
ofan $8,000 Saving 





Made Under 


okKF 


Supervision 





These certified figures of the A. C. 
Nielsen Company are only a part of 
campaign used to back up our Job- 
bers and Dealers. A copy in your 
hands and in that of your salesman 
is the sure-fire opening wedge of con- 
clusive proof with only one result~ 
positive sales and greater profits for 
you. Fill out the coupon below and 
mail it to us today for your copy of 
this report and our attractive Jobber- 
Dealer proposition and portfolio 
showing complete campaign. 


THE oa \ YEE = ALL BEARING CO, 


165 Broadway, New York City 
Gentlemen 
Please send n py of t bat Jielsen investigation of the 
ayet S ill Be: arin : he ingers used by E. ©. Atkins & Company, 
i sek bber-Dealk ros position an d rx rttolio showing complete 
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HEWITT 


Transmission Belting 


The conscientious distributor of Belting is always interested in the 
transmission needs of his customers. 


Any given power installation may produce all the energy for which 


it was designed, but 


If the energy cannot be delivered to points of usage in full flow and 


continuously, then 


[here will follow a sharp decrease in machine speed and shrinkage 
in production, which means a costly addition to overhead. 


HEWITT Transmission Belting is made in four brands, each espe- 
cially designed to meet the full requirements of its particular field. 


For Extreme Service 

For Heavy Duty—such as main 
drives 

For General Purpose Work 

For High Speed Work, as small 


pulleys on woodworking machin- 
ery, motors, blowers, etc. 


HEWITT MONOGRAM 


HEWITT HEAVY DUTY 
HEWITT “TRIPLE H” 


HEWITT LIGHTNING HIGH SPEED 


We have some territory open for Distributors. 


Better write us today. 


HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo 


New York 
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THE MODERN WAY 
TO SELL 
BEARING METAL (oo 
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(THE BUNTING BRONZE BAR SHOP ‘ ' mae 
ASSORTMENT completely meets eee 
the every-day needs of the general ae 
shop machinist and repairman. 
This assortment of bars is selected 
to specifically cover the require- 
ments of the average shop where 
high quality bronze bearing metal 
is required from time to time for 
the making of bronze bearings or 
parts. The range of sizes includes 
the bars which are in constant de- 
mand for machinery maintenance 
and general shop use. 
THE BUNTING BRONZE BAR SHOP 
ASSORTMENT 
contains one each of the following bars: 


: side diam, t 12” length solid 








1 
di 
diam 
i 
1 





The five bars are packaged in a strong 
wooden box with hinged cover which al- 
ways affords a convenient container for 
UNuseé d stock 

Now you can really enjoy selling beat 
ing metal. Write for our mill supply 
jobber proposition. ‘sk tor Bar iis 
No. 9. 








UNTING:::2 
BARS 
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| 
THE BUNTING BRASS & BRONZE CO., TOLEDO, OHIO 
} Branches and Warehou at 
} NEW YORK CLEVELAND CHICAGY® PHILADELPIILA SAN FRANCISCO BOSTON 
; 2 Vest 54th St St. Clair Ave. N. E -. M gan A 1330 Arch St 198 Second St 6 Oliver S 
( Mait 1 \\ Spruce ) Douglas 624 Mau 
i 
W g \ i ment Mi S } 19 





+ 
XUM 





Stop Be 




























RMLL QUPPLIES 





ETROIT BELT HOOKS Stop Belt Breaks, 


save belting, cut down production cost, save 
money. 


No waste. You never find a section of Detroit hooks 
thrown away. Hooks do not become displaced. No 
matter how short a piece you cut, whether two inches 
or only two hooks, they remain perfectly in shape. 


Detroit is the only staggered grip wire belt lacing. 
Leaves the belt with 90% to 95% of its original 
strength. No other lacing can guarantee over 60%. 
With the staggered grip there are only half the holes 


on a given line. 


12 tons pressure with one hand is brought to bear on 
the hooks with the Detroit Closing Machine. 50% 
greater power on the hooks with less effort imbeds 
the hooks perfectly and avoids wear. Parallel jaws 
closing straight towards each other imbed the hook 


points at 45° angle, giving the Detroit Fish Hook 
Hold. 


DETROIT BELT LACER COMPANY 
Detroit, Michigan 


Branches in large cities—Licensees in foreign countries. 


¥ a, 
ity te year 


a 






A twelve-inch section of 
Detroit Hooks 
Detroit Hooks can be ap- 


plied by any standard clos- 
ing machine. 
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Illustration shows Detroit 


No. 6 Closing Machine 


DETROIT 


STAGGERED GRIP WIRE HOO 


BELT LACIN 
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(>> ARMSTRONG 
C1 / PATENT TOOL HOLDER 





ARMSTRONG 
TOOL HOLDERS 


LEADERS 
NOW 






“ARMSTRONG 
BROS.” 


PIPE TOOLS 





ha Applied for 


EFFICIENCY is the basic quality built into 
every ARMSTRONG tool, and our trade mark 
and name are universally recognized by expert 
mechanics as a guarantee of the highest quality 
obtainable. 




















Thirty years of experience as designers and 
makers of High Grade Tools, and our excel- 
lent system of Jigs, Gauges, Tests, and inspec- 
tion insures our ability to deliver Pipe Tools of 
Superior Quality at Fair Prices which will merit 
and hold the wide preference given Armstrong 
Tools by skilled workers in the metal trades. 





Armstrong Bros. Dies Cut Like a Lathe Tool 





Write for Free Catalog 


ARMSTRONG BROS. TOOL CO. 
‘*The Tool Holder People’’ 
305 No. Francisco Ave. CHICAGO, U. S. A. 











Made for maximum service ~ 
~ not merely the average 

















Sectional view, Fig. 106, 
screwed, Standard 
Bronze Globe Valve. 














One way to build a business 


Obviously, one way to help build a busi- 
ness is to carry merchandise for which 
there is a regular, persistent demand. If 
the demand is an ever-growing one, so 
much the better. 


Mill supply houses realize this. They 
know that valves, for example, for 
which there is an established demand, 
are good sellers and profit-producers. 


It is for this very reason that Jenkins Valves 
first were and now are advertised widely. 
Valve users everywhere, in all localities, are 
continually being educated regarding Jenkins 
Valve superiority and Jenkins valve perform- 
ance. Every engineer, architect, plumber, heat- 
ing contractor, and other valve buyers in your 
territory know Jenkins Valves, and the unfail- 
ing service they have given over a period of 
sixty years. Over a hundred technical journals, 
trade papers, and professional periodicals are 
continually educating the valve buyer. Direct- 
mail circularizing and special Jenkins field 
service representatives are doing their share. 


The result of all this publicity effort is an ever- 
increasing demand for Jenkins Valves. 


Are you getting your share of this business? 


JENKINS BROS. 


80 White Street New York, N. Y. 
524 Atlantic Avenue Boston, Mass. 
133 No. Seventh Street Philadelphia, Pa. 
646 Washington Boulevard Chicago, IIl. 
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Waste 58.3 





STANDARD WASTE PRAC 


1 Rough Cored Bar 2%" x 1%"x 12° 3 Weight 13.55 Ibs. 
*Cost at $ .35 per pound ‘ a * : : $4.74 
Cost to machine (2 hours at $ .80) peal “ 1.60 
Overhead 100% ‘ ahah Sisteteiminiaties : 1.60 

ee § 1 Bushing 6" long \ weight 5.65 lbs. Waste 58.3% or a cost $7.94 
Receiving \ 2 Bushings 2” long f of $1.40 per pound for finished bearings. 


THE SAVING OF STEWART PRACTICE 





No. 2 










— 6 
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STEWART SAV/NG 


| 
STEWART FINISHED CORED BAR 2'9” x 2" x 13° Weight 7.88 Ibs 
*Cost at $ .S0 per pounc $3.94 
a {1 Bushing 6’ long | weighing 7.27 Ibs. Waste 7.74% or a cost of $ .54 per 
Receiving | 3 Bushings 2° long / pound for finished bearings 
A saving of 50.56% of the waste incurred when using 12” Rough Cored Bars. 
*These price figures are used for comparative purposes only 





13-Inch Bars! 





Save 50% on Bars and Bushings 


What Stewart Brons 
Metal Is 


The perfect copper-lead mixture 
that will not segregate. Under 
successive remeltings, the union of 
metals is even closer. Sweats a 
little lead at 600 degrees F., lubri- 
cating itself. Will not score shafts 
up to 1000 degrees F. Melts at 
1700 degrees F. Coefficient of fric- 
tion very low, approaching babbitt 
in bearing quality. Made in four 
degrees of hardness to meet all 
bearing requirements. Grade C for 
most service needs made in 254 
stock sizes. All solid or cored 
bars are 13 inch lengths, finished 
all over. 


J. A. KEENAN 
1535 Fullerton Avenue 
Chicago, Hl. 


A.C. OLFS 
7321 Woodward Avenue 
Detroit, Mieh. 





That chart above tells the whole story! Bearings are generally made 
in 2-inch or 3-inch lengths or multiples of those numbers, aren't they? 
And in cutting off the bearings and finishing the ends, you lose some 
of the metal, don’t you? 


As a result, you only get approximately 10 inches of bearings out of 
a 12-inch bar. You can get 12 full inches of bearings out of a Stewart 
13-inch bar. 


Is it worth your while? Just study that chart. Stewart bars are fin- 
ished all over. That not only saves you machining costs and metal loss 
but insures you absolute uniformity in your metal. Stewart Brons is 
the greatest copper-lead mixture ever developed. When we first brought 
it out, it was bought because of its saving in the 13-inch size. Now it 
is being bought as well for its service as the perfect bearing metal. 


JOBBERS! We have a great opportunity in a few remaining ter- 
ritories. We're showing big sales increases. Write for particulars to 


STEWART MANUFACTURING CORPORATION 


4504-8/ Fullerton Avenue Chicago, Illinois 


Or communicate direct with our nearest factory representative 


c. W. ROOT LL. NELSON Kk. PP. GRISMER 
130 Oneida Street Sit N. Capitel Avenue 1982 KH. 66th Str et 
Milwaukee, Wis. Indianapolis, Ind. Cleveland, Ohio 

J. PRANK LANNING CO, PRANK M. WHEITK 
327 First Avenue Stewart Warn Speed. Corp. 





Pittsburgh, Pa. DAY-55ST WW. Sem Street 


New York City, N. 


Brons 
Bearing Meta 


The Perfect Metal for Bearings 
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UNITED STATES 
Portable Electric 


DRILLS 


WINNERS 


of U. S. Electrical Tool Co. 
PRIZE CONTEST! 


Ist——J. J. Graf, 
37 Ash St.. Ludlow, Ky. 


2nd Harry Gibler. 
De Beque, Colo. 


srl Leon Pellet. 
2808 Swiss Ave.. 


Dallas, Texas 





“The Good Mechanic 
TIE for 3rd Knows! 
Claude H. Ervin, Here is J. J. Graf, 


. — . ° . winner of first prize. 
Ervin’s Electrical Co., The new Handbook 
Parsons. Kansa- tells of the unusual 
jobs he does with a 

portable electric drill. 


GET THIS HANDBOOK! 


Contains many valuable 
suggested uses for port- 
able electric drills, sent 
in by good mechanics 
everywhere. Now being 
printed. Sent FREE! 
Get your name in now. 


Send post c ard 





he UNITED STATES 


ELECTRICAL TOOL CQ, 
CINCINNATI, OHIO, 
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Yours 
for the Asking— 


This attractive Display Board 


It completely charts in a simple way the styles 
and sizes of Bristol’s Patent Steel Belt Lacing 
together with the kind and size of belt for 
which they are best adapted. 


Easier to refer to than bulletins, which are so 
often misplaced. 


With this material before your salesmen and 
stockmen you will be able to render real serv- 
ice to your customers. 


This Sample Board will be sent at your request 
without charge or obligation on your part. 





TRADE MARK 


“BRISTOLS | 


REG.U.S.PAT. OFFICE. 
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ATERBURY CONN. USA 











THE BRISTOL COMPANY 
Waterbury, Conn. 
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“PIONEER” 
STEEL SHAFT HANGER 


“STANDCO” “STANDCO" 
COMPRESSION ‘ 7 » 
pe hp ty HEAVY RIGID PILLOW 


oe : gi ok om SAFE BLOCK 
| (Sree PIONEER z = =" ‘ 









“STANDCO” RIGID 
RING OLLING PILLOW 
BLOCK 


“STANDCO” 
CLAMP COUPLING 





“STANDCO” 
CLAMP OR FLAT BOX 
“STANDCO” 


PLATE COUPLING 





“STANDCO” 
RING OLLING POST BOX 


“STANDCO” 
PLAIN POST BOXES 


JP. WE ARE ASKED, 


“Why is it that your line of goods is carried by the most successful 
mill supply houses throughout the land?” 


It is because the most successful supply houses have the 
vision to grasp a line of goods that is the most modern on the 
market—a line that is in itself eminently successful. 





“STANDCO” SOCKET 
HEAD CAP SCREW 


“PIONEER” “STANDCO” “HALLOWELL” “STANDCO” 
STEEL POST HANGEI SPLIT COLLAR STEEL COLLAR HOLLOW SET SCREW 
“HALLOWELL” <a> 
STEEL BENCH LEG sTAKDCO 





Standard Pressed Steel Co. 


Jenkintown, Pa. 
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The Transmission 
Bearing that saves 
from 15% to 20% 
of the Power Dollar 


There are many advantages to the power 
user in changing over from plain bearings to 
BOND Roller Bearings, but the big thing 
you can offer your customers is an actual 
saving of from 15% to 20% in their power 
bills. A complete installation of BOND 
Roller Bearings is as good as a corps of 
efficiency experts. 


If BOND Roller Bearings are new to your 
territory, get them started by sending us the 
names of a few plants and let us help you 
introduce them. Our literature will 
pave the way for your salesmen. 


sales 


nd distributor 


Bond Foundry & Machine Co. 
Manheim, Lancaster County, Pa. 


Chicago Office: Reeves Bond Sales Co. 
Clinton and Monroe Sts. 


New York Office: Bond Foundry & Machine Co. 


173 Lafayette st, 























With Electrically Welded Steel Collars 


























Repeat Orders Follow 


as Naturally as 
Day Follows Night 


A repeat order is a sure indication of a 
satished customer. Once a mill or factory 
tries Palmer-Bee Speed Reducers, you 
begin to build repeat order business. 
Users find them 100% dependable. By 
keeping machinery in continuous opera- 
tion, production delays are eliminated and 
profits are increased. 


Saving in power alone becomes an ap- 
preciable factor with Palmer-Bee Speed 
Reducers. Erection and maintenance 
costs are low. Lubrication and attend- 
ance costs are much less than with open 
gearing, pulleys, etc. The reducers being 
self-contained, lttle floor space is re- 
quired. Absolute safety of operators is 
assured. 


Write for our booklet on Speed Reduc- 
ers and Speed Reducer Applications in all 
lines of industry. 


Ask for Bulletin 282. 


PALMER-BEE COMPANY 
DETROIT - MICHIGAN 


Palmer-Bee 


Speed Reducers 


MAR K 


MILL TYPE 


TRAOE 





REG. U.S. PAT. OF FICE 
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Here DUMORE Grinders 











HE Jacobs Manufacturing Co. was con- 

fronted with the perplexing problem of 

getting an internal grinding spindle that 
would run at a required high speed without 
developing bearing trouble in 8 or 9 hours. 


After numerous unsuccessful attempts they 
finally tried the DUMORE No. 3 Grinder. 
Mounted on Brown & Sharpe Universal Ma- 
chines as pictured above, these sturdy grinders 
completed a run totaling 400 hours without 
developing a trace of bearing trouble. 


With motors running 15,000 and spindles turn- 
ing 50,000 r.p.m., DUMORE grinders satis- 
factorily met Jacobs exacting standards even 
on small chucks, where a 1/16-inch grinding 




















Seven interchangeable spindles and pulleys, 
and a speed range of 3600 to 50,000 r.p.m., 
permits the use of Dumore No. 3 Grinders 
on production as well as tool room work 
Motor swivels to five angles, giving spindles 
easy access to difficult grinding positions. 
Grinder may be turned, end for end, as 
shank is in center of slide and swivels as 
well as pivots. Complete equipment includes 
set of twelve grinding wheels, six spindles, 
seven pulleys, belt, attachment plug and 
cord, 





Grinder 











oO $ 
Multi-Speed ‘ a ot 


Save Time and Money 


wheel had to be used. The problem was solved 
—with DUMORE grinders. 


Pinch hitting products like these don’t stay in 
stock long—they’re too much in demand. 
Fairly priced to sell at a good profit and lib- 
erally guaranteed against defective materials 
and workmanship to protect that profit, 
Dumore grinders offer you a real opportunity 
to increase your business. 


Write at once for information regarding job- 
bers’ discounts. Learn how little you have to 
invest to get large volume on grinder sales. 
Send in the handy coupon today—tomorrow 
you may be too busy! 








16 Sixteenth St., Racine, Wis. 


Quote jobber’s discounts and give complete details 


7 
| 
| 
: of the DUMORE Grinder Merchandising Plan. 
1 
| 
I 
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Without Oil 


This Arguto Bearing was in constant use on the 
countershaft of an 18-inch Lodge & Davis engine 
lathe for twenty-two years—and when taken 
down showed only .0124” wear (inside diameter), 
not a cut or scratch and an inner surface that 
was polished like a mirror. 


The shaft diameter was 1-7 16°; R. P. M. 230; 
wear on shaft .003” to .004°. The bushing was 
55%” long; 214” outside diameter; 1-7/16 inside 
diameter. Wouldn't such service be of value to 
you? 


ARGUTO OILLESS BEARING CO. 


145 W. Berkley St., Wayne Junction, Philadelphia 











Service 





goes] 








The right way to insure your 
customers lasting Belt satisfac 
tion is to serve them completely 
in every detail. Just selling a 
roll or cut length of belting is not 
enough. Real service goes a step 
further. Besides selling him the 
t, supply him with the 
t Fasteners — Crescent 


Crescent Belt Fasteners strengthen 
the Belt at its weakest point and 
increase its term of life. That is 
why so many Belting manufac- 
turers recommend Crescent 
Plates and Crescent Rivets. 
Crescent Belt) Fasteners hold the 
belt with a yise-like grip. Curved 
they hug the pulley and hold 
the power. No strain, slipping or 
stretching. They make each drive an 
endless source of power, smooth and 
frictionless. Tell your customers this; 
they will appreciate your interest in 
helping them solve their Belting prob 


‘here is a Crescent Belt Fastener for 


every size and kind of Belting \n 
nteresting BOOKLET is yours for 
tl isking:; write for it to. th 
Crescent Belt Fastener Co., 247 Park 


A\ve., New York, N. Y 


CRESCENT 
papain 


Note the v like grip t teel on the 

. e fibre Cre ents hecome a part 
the belt itself that belt i ss weal 

N bulging, r gaping hole t 

“Crescents” outlast the belt it- 


ee Te TT TT 
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LARGE STOCKS 
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groove Friction Clutch, with Flange Coupling. Pressed 
Sere pulley attached to al wr er “pe pe Ito 


—————| Package Car Service 































THE CiTV : 
SURROUNDED can), 


r@® St, Louis, 





TATES 





























More than 60,000 in use. 














Large stocks of regular sizes of 
turned and polished steel shafting, 
couplings, collars, hangers, bearings, 
split wood pulleys, take-ups and 
other standard transmission appli- 
ances are available for immediate 
shipment from our plant at St. Louis 


and our warehouse at Cincinnati. 


| Steel.rim it Pulley. The 
origina! steel piate face pulley. 



























































Everything in Line Shafting Equipment 


Our plant connects directly over its own tracks 
and switches to 26 railroads offering package 
car service in every direction. 


Your open orders either for stock or made-to-order 
products will be invoiced according to our discount 
sheet applicable to Medart catalog number 43, which 
you should have on file. 

















Send your next order, whatever 
your transmission needs, to 





THE MEDART COMPANY 


| Formerly Medart Patent Pulley Co.) 
Drop Hanger. General Offices and Works, St. Louis, U. S. A. 


c ‘ ¢ 
Offices in Chicago, Philadelphia, Pittsburgh and New York. ameter | 
cS te © Sa Office and Warehouse in Cincinnati —— = 






































*MEDAR®- «ears EVERYTHING “LINE SHAFTING EQUIPMENT 
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The NEW No. 0. Baby 
$350 


In U.S. A. 


mz 
* 4 





A Clipper Belt Lacer 


within the reach of every buyer 


Manufactured by 


Clipper Belt Lacer Company 
Grand Rapids, Michigan 


Anyone can lace a belt with the 
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KESTER SOLDER 


Self-Fluxing 


VIRGIN TIN &LEAD not BE 








(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 























For Delicate Jobs 


N maintenance work delicate solder- 

ing jobs will develop. On this kind 
of work you'll find Kester Solder sav- 
ing of time, labor and material, and 
remarkably easy to use. It “requires 
only heat.” 


The reason? Kester Solder supplies 
from tiny pockets inside itself, a scien- 
tifically prepared flux (Underwriters 
Laboratories Inspected). This flux has 
been compounded to serve best for 
general soldering. It is quick in action, 
and flows to the job in proportion to 
the solder used. 


Use Kester in your work, both for plant 
maintenance and production. It will 
lower labor costs, speed up production 
and speak in terms of general saving. 





i 
ei 
a 





Kester Acid-Core Solder for general use in 1 lb. cartons; 1, 
Sand 10 lb. spools. Small package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 





\ 4 2 
\ 


. 
S 


=~ Manufactured by the 


CHICAGO SOLDER COMPANY 


4215 Wrightwood Ave. 
CHICAGO, U.S. A. 
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Tackle Block Features that Win the Trade 


































; ] /1E-RE are three things in malleable shell blocks that users look for a 
i wrance against costly accidents—freedom from replacement expense—and 

b . . . , 

= These are just the things we éu7/d tnto Mapesco Malleable Shell 


ar 
Blocks, and we do it by employ ing the following features 
1. Countersunk nuts that can’t unscrew 
2. Cotters that can't drop out 





: 3. Straps of sturdy wrought steel 
br 4. All drop forged fittings 
5. Shackles and hooks made of specially selected steel (our 


34-inch shackle, for instance, stood an actual dead weight 
test of 22 tons before shearing) 


6. Sheave pins are supported by the straps and not by the shell 5 
7. Straps are long, running the full length of the block : 
8. An overload capacity is built into every block Ee 


But better proof still of the superiority of Mapesco Tackle Blocks is 
found in the repeat orders coming in from dealers all over the country, 
whose customers know Mapesco Tackle Blocks and demand them. 


Send for the Mavesco Catalog and put some good-will and repeat 
sales to work earning you more profit. 


MARINE DECKING & SUPPLY CO. 
EASTON, PA. 


Tackle Blocks 
Stand the Gaff 














— SAND BLASTING 
fcr eye produces A SATIN FINISH and pre- 
NS “a pares castings for plating—the most inex- 


perienced can A LABOR SAVER FOR 
do the work. EVERY BUSINESS 


The valve regulates the 


flow of sand. 


Opening for admitting 
the work. 4 



































































Hardware, Aluminum Jars, 
Name Plates, Silverware, 
Brushes, Caskets, 
tch. ] ’ Gas Fixtures, Elevators, 
2p ef | $ po remove W hat you re mak- oe — 
Ain tight dyor Fe oo So Aon e aeliene om ing toda y most Combs,” ion 
‘ 4 y ‘ Electric Bulbs, Bag Frames, 
A wire screen inside ikelv cz im- Medals, Firearms, 
— anialen Ove likely can be im Dies and Tools, Suspenders, 
t ° Te + Md -welry, Teleph« x 
a proved or reduced in {yin Electrical Goods 
cost by sand blasting— 
mall cow here may “ 53 z asting LEIMAN BROS. 
be opened to recover whethe at< *atenter 
Automatic feed pipes any article which on a oe of metal, C ti F d 
for air and sand may find its way to ol = d fil i Il ontinuous ee 
Short and | straight. bottom of machine — glass, wood, bre, cellu- 
You don't have to D 
ake piping apart. loid or other material SAND BI AS I 
Investigate this. ; 
This  cdrppartment Ist rument for applying, this, great labos ' 
bolds on ah sand } tt anal . lk , pr i sO tl at - 
ys use — _ we ¢ um nd ite nviting uu ight to 
eye =i and ont . rad rit = MN PAS gene 
cally |] — Sand sake eviehly sa 
itis desired to change Get the NO DANGEROUS ACIDS USED 
| — tor = Leaflet 
oe ae LEIMAN BROS. 3%: 
' a> ? ° New York 
i Makers of good machinery for 35 years 
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MEECO COOLERS 


Industry's First Choice 


Meeco Coolers are backed by twenty 
years’ experience in design and manu- 
facture. That is one of the reasons why 
8,000 factories in over 200 lines of in- 
dustry use them as standard equipment. 
MEECO Coolers em- 
body many _ superior 
and exclusive features 
which are described in 
our complete catalog. 
There are 14 types of 
MEECO Sanitary 
Drinking Fountains — 










both plain and _ice- 
cooled—for every re- 
quirement and for 


year-round use. 


JOBBERS 
WANTED 


Write today for our attrae- 
tive proposition covering 
our complete line of factory 
equipment, 
Liberal Discounts and 
Protected Territory 


Mfg. Equip 


Origina rs 


Fig. 629 
Slant ee 
° ° Bubbler anc 
ment & Engineering Co. Guard Bowl 
and World's Laracst 
Makers of Ice-Cooled Drinking 


Fountains 


Framingham, Mass. 

















For Jobbers Only 


A New Boiler Treatment 


A New Boiler Treatment, that acts 
chemically on the boiler metal to remove 
old scale and prevent new scale, a prod- 
uct of many years experience with a 
positive guarantee, is now offered to the 
supply trade. It is 


Boiler Energine 
The 100‘, Boiler Treatment 


We know that most boiler compounds 
are poor selling propositions for jobbers. 
But Boiler Energine is not a boiler water 
compound. It does not eat up scale and 
leave something in its place. It brings 
it down in its solid form, without inter- 
fering with circulation, or affecting pack- 
ing or the purity of the steam. No 
water analysis necessary. Your sales- 
men can make it pay their entire ex- 
pense. Every smokestack represents a 
customer. Sold only through jobbers. 


IMPORTANT 





- When writing, 


state territory wanted, Territory 
assigned will be protected. 


COLUMBIA CHEMICAL COMPANY 


Saginaw, Mich. 


2. 


3. 


Ten Point 
Guarantee 
x 


Removes old 
scale. 
Prevents new 
scale. 
Removes oil 
and grease. 


. Stops minor 


leaks. 


. Harmless to 
boiler metal. 


. Does not 


evaporate. 


. Adds nothing 


harmful to 
the steam. 

. Increases boil- 
er life and 
efficiency. 


. Boiler will not 


foam. 


. Jobber co-op- 


eration and 
protection. 




















BUCKEYE HySpeed 
Better Built Bearing Bronze Bars 


CORED 


LA a 


we SOLID 


ad v4 
Pen ®& 


SERVICE—154 sizes carried in stock, all 12 inches long. 
GUARANTEE—A bar must be right or we make it right. 


SALES HELP—Our missionary salesman, specializing on bar stock only, is awaiting your call. 


2 


Write or wire for our attractive proposition giving exclusive sales rights to responsible jobbers. 


Brass — Bronze Founders 
Finishers Since 1900 











The Buckeye Brass & Mfg. Co. 
Cleveland, Ohio 
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The CHICAGO Line 


Power Transmitting Appliances 


Every Appliance Necessary to Transmit Power 





Chicago Line Hangers , 


IRON AND STEEL 


Lineshaft and Countershaft Types 


Generously Babbitted Great Strength 


Pleasing Designs 


Cast Iron Hanger Marvel Steel Hanger 


‘The Chicago Line’”’ Ball Bearing Hanger Box 





DESIGNED TO FIT ANY HANGER FRAME IN GENERAL USE 


Simple in Construction—Easily Installed 


Send for Dealer's Proposition—It will interest you. 


Chicago Pulley & Shafting Co. 


Main Office: 
17 N. Desplaines St. 
Chicago, IIl. 


Factory: 
Menomonee Falls, 
Wisconsin 
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counts; the time and labor of 
cutting and fitting go for noth- 





ing 7 the packing used is not the right 
grade for the work. 


Wherever Indestructible White Sheet 
Packing is used, a perfect joint is the re- 
sult—one that will remain tight indefi- 
nitely. It will not yield to the attacks of 
steam, air, ammonia, hot or cold water, 
gas or creosote. Sufficiently firm in 
composition as not to flatten out when 


the bolts are drawn up. 


Carried in stock at all our branches in all 
thicknesses up to ', inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


Hizh Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago 
Pittsburgh St. Louis 


Philadelphia 


San Francisco 
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Wood’s 
“MOLY-D” 


Handle 


Ring prevents grip from turning. 
Steel caps reinforce prongs——-no rivets. 
Prongs extra thick. Wide grip. Grip 
cannot check or split. Grain of whole 
handle against the strain, not with it. 
Fewer broken handles. 




















The 
e most =n 
improvement 
* “MOLY-D” 
of all Wood's 
hovel i t 
IRST, Wood gave the world the Mo-/ys-den-um Steel 
Shovel—harder, tougher, lighter than any shovel made. 
In thousands of tests, Wood’s Mo-/yb-den-um Steel Shovels The 
conclusively proved that they outwear other shovels two to second great 
six times. improvement 
The S 
Next Wood put a Step on the shovels—acclaimed the ¥ died 


greatest shovel improvement in years. Already preferred by 
the men because of its lightness, Wood's Mo-/yb-den-um Steel 
Shovel with the Step became even more their favorite. The 
Step aided them in their work, and eliminated that soreness 








often caused in wet weather by pushing the foot on a sharp 


edge. Also, it saves shoes and stiffens the blades, insuring 
longer life to the front strap welds. 


mee 


Now Wood has put a new handle on that shovel that is 
absolutely without an equal. Any man who handles a shovel 
knows that the minute he wraps his fingers around ‘ Moly-D.” 





A big grip that takes all his fingers easily—a smooth grip that 
can’t check or split—a firm grip that can’t twist or turn no 
matter what happens. Extra thick, strong prongs, with no 





rivets to weaken them. Everything a man could want, and 


has never had before. hieten aun 


Mo-lyb-den-um Steel—the Step—the ‘Moly-D” handle. improvement 
For the men—better work, easier work. For the buyer— < Mo-lyb-den-um 
phenomenal wear, contented workmen, shovel economy. Let Steel 


us give you immediate information on the application of 
Wood's Shovels to all your needs. Write to-day to 


THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio, U.S. A. 


| Wood's Mo-lyb-den-um 


= The American Super Steel 

















When writing to Advertisers please mention Mitt Suppties., 


XUM 




















i~ 











Caldwell Line 


Power Transmission 


Machinery. 
Bearings. 
Shafting. 


Pulleys. 


Machine Molded Gears. 


Cut Gears. 
Rope Drives. 
Chains and Wheels. 








Jew York: 2676 Woolworth 
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ALDWELL POWER 

TRANSMISSION equip- 
ment is playing a big part in 
the successful operation of 
manufacturing plants. 


The very nature of the busi- 
ness demands machinery of 
correct design and dependable 
operation — built for years of 
hard service. 


Since 1875, Caldwell has held 
Strictly to the basic principle 
of its founders—“Dependable 
Quality with Prompt Service.” 


What are your needs in ele- 
vating, conveying and power 
transmission equipment? 
Caldwell engineers are ready 
to assist you. Write or wire. 


































































< Send for Catalog MS-45. a 





H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
Chicago: 1700 S. Western Ave. 
Link-Belt Company Offices in Principal Cities 








Caldwell Line 


Elevating and Convey- 
Helicoid Conveyor and 


Belt Conveyors. 

Chain Conveyors. 
Elevator Buckets. 
Boots and Casings, etc. 
Catalog sent on request. 
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Have You this Information 


Handy? 


Everyone using pipe should have a copy of this Bulletin 


To know pipe better—to know its Characteristics and their relation 
to various types of service—to know its Advantages and their sig- 
nificance to your requirements, is well worth while for everyone 
who specifies, buys, installs or uses it. Important data is presented 
in a way that will inierest you, in this highly illustrated publication 
of 48 pages. 


Brief Concise-Practical—-Easy to get 


r---NATIONAL TUBE COMPANY, PITTSBURGH, PA.-:---; 


DISTRICT SALES OFFICES IN THE LARGER CITIES 


' Please send a copy of "NATIONAL’ Bulletin No.1 to 
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a Ppeky mervem. 


Sealer nok Teatigh Ti 


UCK may win an order for 
belting, but it’s QUALITY 
in the belting itself that brings 
re-orders. 
COMBER Waterproof Leather 
Belting works its way into the 
confidence of belting users. 
Isn't that the kind of belting 
you want to sell? 





Get Our Dealer Proposition 








; ae gone 
383, FayetteSteae 
mSyrac use. NY. 



















Unequaled for Service 
POWELL IRON BODY VALVES 


jron Bods, Bronze Mounted Iron Body, Bronze Mounted 
“Trenew Valves, “Pilot” Gate Valves, 
Working steam = Pressure P ~ » . 
ad x “am . re 
150) Ibs. or Extra Heavy Working tean Pressure 


its 
A 3 Ibs. 
for 250 Ibs, 125 Ib 


Sizes t4-in. te ain. Pine Sizes: ',-in. te 3-m. Dou- 
und = Seat Rings “ot “Pow- ble Wedge  Dises. Taper 
ellium Nickel” seats, 


Specify “Powell Valves” 
on Your Next Requisition 
to Your Jobber or Dealer. 


ire POWELL Co. 
ie 


DEPENDABLE ENGINEERING SPECIALTIES. 
CINCINNATI,O. 
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JOBBERS AND MANUFACTURERS OF MILL, 








“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL 
STEAM, 


DEVOTED TO THE INTERESTS OF THE 


MINE AND MACHINERY SUPPLIES 
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REPARATIONS AND A SOUND DOLLAR 
It is surprising 
cially abroad, 
reparations by 
currency under 


how many angles appear, espe- 
over the question of the payment of 
Germany, and the stabilizing of her 
the findings of the Dawes committee. 
First comes the ability and willingness of the Ger- 
man government to pay, with its attendant train 
of complex details as to time and method of payment. 
Then the question of a bond issue of approximately 
two hundred millions of dollars, the issue to be pur- 
chased by banking syndicates in the allied coun- 
tries, the United States to take approximately hal? 
the loan. 

The Dawes committee never for a moment contem- 
plated handing this money over to the 
do with as they pleased. The money used 
to found a central bank of controlled by the 
allies, and while the report provides primarily for 
placing the bank on a gold basis, the final word 
leaves the door open for placing it on a pound ster- 
ling basis. The advisory council of the federal re 
serve banks in this country declares that “the soonet 
Germany can be placed on a gold or gold-exchange 
basis, the sooner can England and other countries 
also return to an unrestricted gold standard, while 
if Germany were placed on a sterling basis, Eng- 
land—in returning to an unrestricted gold basis 


Germans to 
is to be 
issue, 


would have to pull not only her own weight, but that 
of Germany also.” 

This phase of the reparations situation has caused 
wn extraordinary amount of interest abroad, espe- 
qially in England, mainly because the gold stand- 
ard plan would probably compel her to the 
value of her outstanding currency to the level of 
gold. Bankers in this country generally contend 
that this done the better it will be 
for the English government, while sentimentally, at 
least, our allies overseas feel that it would be hu- 
miliating to have set up in Germany a new currency 
ona gold basis while the moneys of Great Britain, 
France, Belgium and Italy were circulating on a de- 
preciated basis. Practically, they know that if the 
vold standard is established in Germany, that ex- 
change transactions are bound to clear through a 
vold market, and the only important gold market 
in the world today is in New York. Otherwise clear- 
ances would be made through a high grade paper 
money market, and that means the sterling market 
in London. It is not difficult to realize that 

long the world’s clearing house, is becoming fed 
up on seeing the dollar, backed by gold, in the center 
of the stage and under the spotlight. 

o, keep your eye on John Bull, after he has tenta- 
tively accepted the Dawes plan, and watch him shove 
a hard fist into the solar plexus of the gold basis sec- 
tion of the German bank plan. 

The backbone of the proposition, however, 
when, adopted, regardless of whether 
hng rules the exchanges, 


raise 


the sooner 


London, 


if, and 
gold or ster- 
will be found, first, in the 
collateral Germany will be compelled to deposit, and, 
secondly, in the authority the bank man- 
agement to see that all agreements are carried out, 
regardless of whether payments are made 
or in raw or finished materials. The payments 
interest and principal must be guaranteed beyond 
even the shadow of a doubt. There will be no diffi- 
culty in raising the two hundred millions of dollars 
if the security is gilt-edyged, but if 
ever in question, and bondholders become uneasy for 
cause, resulting in a price break, foreign loans will 
become impossible of flotation in this country, and 
our plans to aid Europe in stabilizing finances and 
industries will fall to the ground. 

Whatever 
done quickly. 


vested 


cash 


its soundness is 


is to be done for 
There 


Germany should be 


is no doubt the effect on the 

















world’s business of a settlement of the entire repara- 
tions problem would be immediate and wonderfully 
favorable. Germany’s internal debts have been 
practically wiped out, and her quick recovery is pre- 
dicted by nearly every expert who has studied her 
situation. It is now up to the statesmen and poli- 
ticians of France, Great Britain, Belgium and Italy 
to forget politics and hatreds, compromise their dif- 
ferences and take the one progressive step needed to 
tranquillize a very disturbed world. There is no 
doubt the United States will back any fair settle- 
ment not involving this country unduly. 





NEED TERRITORIAL LIMITS 

Irving S. Paull, former chief of the domestic com- 
merce division of the Department of Commerce, who 
was one of the speakers at the recent convention of 
the National Pipe and Supplies Association, stated 
that it is his belief that one of the great needs of this 
country is a commercial census, which will show 
among other things the point of greatest economy 
in distribution and the radius of economic distribu- 
tion from any center. This suggestion appears to 
be an admirable one, which, if carried out, will have 
a vital influence on the future conduct of the mill 
supply business. 

Economy of distribution is the only sound basis 
upon which mill supply houses can stand the test 
of time. At the present time there is no question in 
the minds of the majority of manufacturers of sup- 
plies that distribution through mill supply houses 
offers the greatest opportunity for selling their prod- 
ucts to the consumers. 

There are, however, no standards available by 
which mill supply distributors themselves can base 
sound conclusions about their own operations. Yet, 
there must be some point at which territorial ex- 
pansion for the individual house should stop, and 
beyond which further increase in territory must be 
carried on with injury to the business as a whole. 

Walter E. Watson, general sales manager of the 
Youngstown Sheet & Tube Company, says that there 
are some distributors who want to “‘cut a hole in 
the sky.”” He says there are some eastern distribu- 
tors who believe that the eastern territory starts 
at Albuquerque, and some westerners who think that 
their eastern representative should live in Portland, 
Maine. “Unless jobbers working on such a large 
scale offer price inducements,” he says, “they cannot 
sell in centers that rightfully belong to jobbers in 
those localities. Inducements are offered and the 
local jobber believes that he must meet that compe- 
tition or lose sales.” 

Isn’t it quite possible that in this uneconomic 
practice of extending activities beyond the logical 
territorial limits lies one of the great causes for the 
existing difficulties of the mill supply business? 

In considering this important problem of how 
large a territory a mill supply distributor may 
profitably cover, there comes to mind a true story 
which was recently told by a distributor of elec- 
trical supplies. There is nothing essentially dif- 
ferent between distributing this line of supplies and 





many ot the lines that are classified as mill supplies. 
The distributor who told the story is located in one 
of New Jersey’s largest industrial centers. His ter- 
ritory had included not only the territory contiguous 
to his home offices, but the New England states as 
well. Things were not as he thought they should 
be, and after a survey of his business, he hit upon 
the idea that he was spreading himself out too far, 
and allowing too much of the “right at hand”’ busi- 
ness to go astray. He proceeded to carry out the idea, 
discontinued his policy of seeking for business be- 
yond a reasonable zone, increased his sales force 
within the determined home grounds and in a com- 
paratively short time discovered that his system had 
thrown off the poisons, with the result that his sales 
increased, his profits increased and his happiness 
surpassed all expectations. 

It isn’t for any outsider to go into any individual 
supply house and say, ““Thou shall not covet thy 
neighbor’s territory,” but it is entirely reasonable 
for any individual mill supply distributor to sit down 
in the quiet of his private office, and do a little pencil 
and paper work to determine just where his terri- 
tory economically ends, and whether he isn’t killing 
the goose that lays the golden egg by sending her 
too far away from the home yard to do her laying. 

Some day in the future there may come out of 
Secretary Hoover’s department a _ practical plan 
under which the suggested commercial census may 
set guide-posts for all distributors, but until that 
time comes it is up to the individual distributor to 
work out his own salvation. The results in the New 
Jersey case justified the theory, and what has worked 
in one instance may reasonably be expected to work 
in others. 


A FIRMER BASIS FOR BUYING 

“Well bought is half sold” might be a fitting para- 
phrasing of a familiar old adage very applicable to 
the mill supply field. To put it more plainly, the 
proper purchasing of stocks for a mill supply house 
is equally as important to the success of the business 
as is the selling of those stocks. 

In looking over some overstock lists of various 
supply houses, which recently came to our attention, 
it would appear that in many instances mill supply 
buyers have either gone to the wrong extreme, or 
else had shot at something in the night and missed. 
But even when things are darkest, rays of light 
sometimes break through the shadows, and it is 
evident that many of these same buyers are now 
trying to put their houses in order by making every 
effort to bring to light the errors of their previous 
WaVS. 





In a business which demands so wide a variety 
in its service and so diversified a stock as in the 
distribution of mill supplies, the opportunities for 
leaks are many, and the great profit ship, turnover, 
may very well be sunk by a number of these tiny 
leaks. 

In many of the great manufacturing corporations 
of this country there is coming into favor a system 
of budgeting operations. One of the outstanding 
examples is the Walworth Manufacturing Company, 
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which to a large extent distributes its products 
through mill supply house channels. Reducing all 
the facts about its business to future possibilities, 
this great industrial organization is able to main- 
tain its production program on a clearly defined 
schedule, reducing its business to a truly practical 
basis of efficiency. 

Why isn’t such a budget system practicable for a 
mill supply business, and particularly applicable in 
many of its essentials for the purchasing depart- 
ments? It should not be such a tremendous task to 
begin a survey of the actual sales per month and 
per year for each general line, and by grouping 
facts about the general conditions in the industrial 
territory served by the house, obtain the basic facts 
upon which to base the determinations for the 
succeeding three or six months. 

To illustrate, let us consider the case of a mill 
supply buyer who recently discovered that his com- 
pany’s stock of a particular item was so large that 
the carrying charge for the year, or in other words 
the interest on the amount of capital invested in 
that particular item, absolutely wiped out all pos- 
sible chances for profit in that line, providing the 
sale of that particular item remained at what the 
house conceded to be normal. Suppose this particu- 
lar buyer had made a practice of securing a list of 
actual sales of all lines in stock for various periods 
over the past five years. Does it seem reasonable 
that he would have continued to stock up from time 
to time at such an unreasonable rate? If he found 
that sales of that particular line amounted to only 
an average of five hundred dollars a month over a 
period of years, is it likely that he would have 
carried in stock several thousand dollars worth of 
that particular line? 

In other words, it would seem that if it is to the 
advantage of a manufacturing plant to study the 
conditions and actual experiences of the past and 
combine results of this study into a workable plan, 
and to follow this plan, it would likewise be a 
profitable policy for a mill supply distributor to 
follow. 

It is admitted that one of the greatest producers 
of profit in a merchandising business is rapid turn- 
over, and the starting point in the race for that 
profit producer is right in the purchasing depart- 
ment. 

J. G. Belding, manager of the Lombard Iron 
Works & Supply Company, in the recent mill supply 
convention in Cleveland, concluded his discussion of 
the place of a purchasing agent in the supply busi- 
ness with the following summary : 

“To properly fill this position he should have a 
keen knowledge of market conditions, the activities 
of the industries his firm serves, know the seasonable 
demand and study the general business conditions.” 

We believe that even a purchasing agent who 
would pass every one of the tests for such a quali- 
fication would be still more valuable to his com- 
pany if, in addition to his general knowledge of his 
business, he had a specific knowledge of every con- 
tributing essential. The purchasing agent in most 





mill supply houses is now one of the key men in the 
organization, and as time goes on, he can make him- 
self still more important. 





ADVICE WITH A WARNING 

It is evident that there is a growing impression in 
the minds of many manufacturers of mill supplies 
that until the distributors of their products begin 
to put their own houses in order, they, the manufac- 
turers, will only be pouring coals on the fire if they 
grant a wider differential. 

For the past year in the mill supply field, there 
has been a great deal said and written about the 
desirability of better business methods. There un- 
doubtedly has been much good accomplished because 
the publicity given to this subject has aroused in 
the minds of many distributors a suspicion that 
they have been quite wrong in their attitude toward 
their own business and that of their competitors. 
The cry for better business methods should not be 
allowed to die until the slogan, “‘Business for profit,” 
has been accepted by all mill supply distributors. 

Charles W. Beaver, of Yale & Towne Manufac- 
turing Company, during a discussion of the im- 
portant subject of business building, hit the nail on 
the head when he said: ‘‘None of us can get all the 
business, and any time we set out to do that, it is 
usually by means of price cutting, and that kind of 
business doesn’t stay with you.” 

J. L. Pitts, the new president of the Southern 
Supply and Machinery Dealers’ Association, is an- 
other booster for good business methods. He says: 
“Tl have never believed that a new customer could 
be gained by underselling another dealer who was 
viving fair service. I believe that new customers 
can be gained without cutting prices. I believe 
there are arguments which are largely from the 
standpoint of service that could be brought to bear 
on the trade, that when you win a new customer you 
can hold him probably better than if you get him to 
come with you by cut prices. We often think that 
in going out into a new territory, it is necessary for 
us to undersell our competitors in that territory in 
order to get into it, but I have found that where that 
has been done in the initial case, some other fellow 
comes along in pursuit of the same policy and takes 
the customer away from you.” 

Yes, it is a human failing to believe that one 
low price deserves another, and like wages and 
prices, the “vicious circle” gains momentum rapidly 
and it is difficult to bring it to a stop. It is merely 
a misunderstanding of the fundamentals of good 
business. 

Why not take the advice offered by Alfred M. 
Howe of The Borden Co.? He expressed the opinion 
of many manufacturers when he said: “Today our 
biggest trouble is getting you jobbers who are here 
to maintain that differential. We come out for you 
and give a big margin of profit, and then you go 
around and cut each other’s throats. I don’t say 
we are going to cut down that differential, but for 
God’s sake why don’t you fellows maintain the re- 
sale so that you can make an honest dollar?” 
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Style 3920 


MARCO 


PACKINGS 


Pack Effectively, Securely, with 


Unmatched Permanence 


Phe Marco line is a complete, rounded 
ine, consisting of all tvpes of Sheet 


lax, Asbestos and Special Combination 


Built to give the lowest ultimate cost, 


from the best materials obtainable, to 


w different conditions of service. 


Phe distributor gets two distinet ad 


antages in Marco Packines which pre 
vent lost sales. When he is selling a 
new customer, there is a Marco Pack 
ing to meet every requirement. When 
he 1s selling an old customer, Marco 


service msures repeat orders. 


Phe seven stvles shown here wi 
care of a large percentage of the re 
| 


rements of the average plant. 








The Mechanical Rubber Company's 


line gives distributors these combined 


advantages : 


tN 


> Ww 


wn 


The most complete line of mechanical rub- 
ber goods manufactured. 


. Quality standardized and above question. 


Sales exclusively through distributors. 


. Effective, business-building sales assistance. 


A profitable cost basis. 


{sk us more about our distributor arrangement, 
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Heell bought 
is half sold 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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| Are Charging Interest on Past Due Accounts 
| g | MI. 
Many Southern Mill Supply Distributors Report That They Have Been 
Able to Collect Approximately Seventy-five Per Cent of Such Charaes 
Interest on past due accounts is charged by many _ reporting this plan said that his company found that the 
southern mill supply distributors. Furthermore, it is a campaign really produced beneficial results. 
practicable plan as is proved by the fact that a very R. B. Williams, president of the Thos. Cox & Sons 
large percentage of the interest charges is actually Machinery Company, Little Rock, who is president of 
collected. the local credit association which is affiliated with the 
This very interesting development along sound busi- National Credit Association, stated that his company 
ness lines was brought out in discussions at the recent has made great savings through its association connec- 
convention of the Southern Supply and Machinery tions. “I venture to say,” asserted Mr. Williams, “that 
Dealers’ Association in Cleveland. Secretary-Treasurer every meeting that I ever attended I received credit 
Alvin M. Smith, during a general discussion of credits information on some customer who was on our books, 
and the credit situation, asked how many members’ and whom we considered all right, and we found through 
charged interest on past due accounts. A show of hands’ experience with other houses that he was being sued, 
was called for by the president of the association, and or slow, and we would go back and cut him off.” 
14 members indicated that such a policy of charging Another distributor reported that a local association 
interest was in operation in their companies. in which seven or eight credit men, the majority of 
The question was then asked as to how many collect them in the mill supply line, get together every month, 
it, and everyone of the 14 members replied that he did. through interchange of information has found it possible 
One member stated that he collected about 75 per cent to eliminate a lot of very bad credit risks. 
of such charges. Another stated that his company also Two large southern distributors of machinery usually 
collected about 75 per cent, and that it was his policy demand at least 50 per cent cash on machinery purchases. 
to close the account with a note wherever possible. In  QOne of these gets anywhere from 10 to 20 per cent cash 
explanation, this member stated that he believed that at the time order is placed and the remainder of the 
closing the account with a note is the only way to collect cash payment when order is delivered, any balance being 
a large percentage of interest, and he further stated on extended terms. In connection with the operation of 
that his company has never been successful in collecting the term payments, these companies worked out a plan 
interest on an open account unless the customer is seeK- of educating their customers to monthly payments. — It 
ing further accommodations. has been found that on monthly reductions, there is also 
One member stated that his company’s terms are 30 a reduction of the liability that you have to take back 
days, but that interest does not begin until the account the machinery. 
is 60 days old. He believed that his company collected Here is the way another machinery distributor handles 
fully 75 per cent of the interest charges. his credits: His company does a large volume of ma- 
Some interesting plans in connection with credits and chinery business in pumps, sawmills, engines, boilers and 
collections were presented for the benefit of other mill allied lines. The practice is to get not less than one-third 
supply houses. One company has established a policy cash. Extended terms are sometimes run to a maximum 
of refusing to do business with any customer who of 12 months, but wherever possible are limited to six 
habitually settles his accounts with a note. The explana- months and placed on a monthly basis. Even with these 
tion is that where a man stretches credit to the point of accounts it is often necessary to take stringent action. 
taking 60 days, settling the month’s account at the end = The company finds that between 10 and 15 per cent of 
of 60 days with a note, and the next and the next the its bills receivable are past due all the time. Losses 
same way, he is soon into the supply house for four or — jnyolved, however, are not very heavy, not over one per 
five months’ business, and if anything unfortunate hap- cent on all extended term contracts. 
pens, the distributor is carrying a load. The company The average days’ business which most distributors 
Which has instituted this policy recently placed a large carry on their books, including notes receivable, is ap- 
customer, one absolutely solvent, on a cash basis, because proximately 15 days. 
it was not considered a good credit risk. One of the largest distributors in the south employs 
A large New Orleans house has a clever plan in con- an idea which originated about 20 vears ago from an 
nection with its collections. Every invoice that is sent analysis sheet of a large oil corporation. In the first 
out is made in triplicate. In addition to the copy going coiumn of this sheet is listed, “total amount due,” next 
to the customer, one copy goes to the salesman in the the “total amount not due,” and then “less than 30 days 
territory in which the customer is located. The Srat of past due,” and so on across the line. These figures are 
the month when statements are made up, a rubber stamp {ot aleq up and divided each month, and at the end of 
is used by the accounting department to affix on the the year the company gets its average of past due ac- 
statement: “Not Due,” “30 Days,” “60 Days,” and so counts for the year. This company’s runs from 36 to 
forth. The salesman can tell at any time the condition “er , ; 
of the account of this particular customer. It gives him i o> 
an idea whether he wants to try to sell any more to this = : pak , 
customer, and furthermore it assists in collections Wire Rope Specifications 
because the salesman knows that the accounting depart- The National Association of Purchasing Agents at its 
ment will not give any more credit until the account is pecent convention passed a resolution to tentatively 
paid. adopt for a period of one year the specifications of the 
; Another house recently put on a campaign to educate American Engineering Standards Committee covering 
the trade that the terms of the sale are just as much’ wire rope. The iron and steel committee of the associa- 
| a part of the contract as is the price. The member tion had tentatively approved the specifications. 
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THE NEW 


MOTOR PULLEY 








WITH INTERCHANGEABLE 


IRON HUBS—A New 
Development of the Dodge ldea 
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MOTOR PULLEY 


A Money Making 
Stock Proposition 
for Dealers 


Here is a motor pulley that is neither an experi- 
ment nor a revolutionary departure. It embodies 
the features of wood pulley construction re- 
sponsible for the success of the Dodge Wood 
Split Pulley, and is a development of the Dodge 
idea of compression fastening and interchange- 
ability of bushing to shaft used in the Dodge 
Standard Split Iron Pulleys and Oneida Steel 
Pulleys. 


There are two principal parts, the split iron hub and the 
wood rim. The hub is held to the shaft by the wedge 
action, one of the most powerful and positive mechanical 
principles known. It grips the shaft securely and actual 
tests have shown that the greatest possible pull that can 
be exerted by any belt will not cause the hub to shift 
its position. 





Showing Hub Disassembled 
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Sectional View 


The pulley is easily applied and removed with 
equal facility. A screw driver is the only tool 
required. 


There are no set screws or keyways. 


You should make immediate arrangement for a 
stock of these pulleys. Hubs are interchangeable 
with rims to accommodate a wide range of shaft 
sizes, which enables you to handle a sufficient 
stock of hubs and rims to accommodate prac- 
tically every demand with a conservative invest- 
ment. 


Send for attractive booklet giving full informa- 
tion and prices. 


Dodge Manufacturing Corporation 
General Offices: Mishawaka, Ind. 
Works: Mishawaka, Ind., and Oneida, N. Y 
Branches New York Philadelphia Pittsburgh Boston 


Cincinnati Newark Chicago Atlanta Minneapolis 
St. Louis Houston Seattle San Francisco 
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Here are interesting cost comparisons between 
Group Belt Drives and Individual Motor Drives 
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Actual data contained in Robert W. Drake’s book— 


“When to use Group and Individual Drives’ 


} MANUFACTURERS have long wanted these 
data. During the past few years the ques- 
tion of using Group or Individual Motor 
Drives has become of great importance. Yet, 
until lately, actual cost experiences have 
been lacking. 

Now the facts are available. Robert W 

| Drake, electrical engineer of the McCormick 

Works of the International Harvester Com- 

pany, has compiled cost figures from actual 

| experience. His book tells in clear, under- 

| standable language just when to use group 

and individual drives, together with prac- 
tical operating requirements 

| Some of the very interesting figures com- 

| piled by Mr. Drake from a specific installa- 
tion are shown in the above charts. Data 
developed from close comparison under 
actual shop conditions show that— 


1. Individual Drives cost 59 more than 
Group Drives in the imitial installation 


| 2. Maintenance cost for Individual Drives is 
53; higher than for Group Drives 


Serious interruptions in production re- 
sulting from motor or electrical failures 
are 6', times as many for Individual 
Drives as for Group Drives 


These are facts, proved by experience 
They are facts which should help solve this 
question tor every plant executive 


INDIVIDUAL GROUP INDIVIDUAL 
DRIVES DRIVES DRIVES 


’ 


—free to plant executives 


Drake’s book will be mailed free upon 
receipt of the attached coupon. It is dis- 
tributed by The Leather Belting Exchange 
as a part of their service to industry in the 
interest of the most efficient, most econom- 
ical power transmission. Write for your 
copy to-day. You will find it the most val- 
uable paper on this subject ever printed. 








' 

| Addre THE LEATHER BELTING EXCHANGE |! 
| rrest Building, Philadelphia, Penna ! 
1 Please a copy of RoBert W Drake's ! 
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A Complete Sales 


When you are faced with the problem of 
selling leather belt group drives against direct 
motor drives, data like the above is invaluable. 
Few plant owners will accept theory when 
actual cost figures can be obtained. 


For this reason, every salesman of leather 
belting should become thoroughly familiar 
with the convincing data in Robert W. Drake’s 


Argument in Itself 


Book on this subject. 


The Leather Belting Exchange is carrying 
the information to thousands of plant execu- 
tives through its advertising in the leading 
class publications. Above is a reproduction of 
the page for July. Other strong and convinc- 
ing messages of similar nature will appear 
every month, making your sales path easier. 














When writing t Advertisers please mention MILt SUPPLIES. 






































Sideline Infant Grew to Be a Thrifty Giant 


How the Murray Company of Dallas Sells Its Own Cotton Gins and 





Also Three-quarters of a Million Dollars Worth of Mull Supplies a Year 


RUEL McDANIEL 


Ordinarily when an individual or a firm makes a name 
and a reputation in a chosen field, he or it is satisfied 
with being a leader in that particular field. Not 
however, with The Murray Company, Dallas, Texas. 

For 30 years this company has been manufacturing 
and selling cotton gins in Texas. From a small begin- 
ning, it has gradually grown to the point of being one 
of the leaders in its field. But because of the peculiar 
connection between this industry and another, there 
came to the owners of this company an idea that they 
could develop an entirely new business which would not 
interfere in any manner with gin manufacturing and 
selling. In fact, it seemed to them that this proposed 
business would be of aid to the gin industry in so far 
as they were concerned. 

So on January 1, 1917, the mill supply business of 
The Murray Company came into being. Only an inconse- 
quential infant at first, the “‘side-line” has grown into 
a thrifty giant. Last vear the mill supply department 
of The Murray Company sold about $75 


$750,000 worth of 
merchandise, and the volume and profits are climbing 


So, 
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MURRAY STOCK CARD, REDUCED TO HALF SIZE 


gradually, year after year. The gin business helps sell 
mill supplies, and indirectly the mill supplies department 
aids the sales department of the gin business. However, 
each business is operated as a separate and distinct unit. 
“We added a mill supply department,” explained 5S. O. 
Womack, manager of this section, “because there were 
many items of mill supplies needed in connection 
with the installation of a ginstand. When we installed 
ginstands there was immediately a need for belting with 
which to connect them to the power plant; there was a 
need for ball bearings and numerous items carried in 
mill supply stock. In former years we usually supplied 
these items to our customers as a matter of accommoda- 
tion, ordering them from some mill supply house. 
“Finally we came to the conclusion that if we organ- 
ized a sales force and diligently tried to sell mill sup- 
plies, we could build up a profitable business in this 
line, especially with the start we would have already as 
a result of the demand for beltin.g, ball bearings, nuts, 
bolts and the like in vonnection with the sale of gins.” 
Besides taking on a stock of such supplies were 
necessary to the installation of ginstands, the company 
added other lines as well, making a complete stock of 


So 


as 





mill supplies. They immediately ‘separated the two de- 
partments, far as primary management and selling 
were concerned, and they have operated in that manner 
since. 

Under Mr. Womack there are six salesmen. They sell 
mill supplies exclusively, and have no connection what- 
ever with the other business of The Murray Company. 
Under this plan, the mill supply division must be not 
only self-sustaining, but must also produce a profit com- 
mensurate with the capital involved and the expense 
of operating the department. 

The reason for the rapid growth of this department 
and the resultant consistent profit may be summed up 
in a few concrete factors: (1) Separation of the depart- 
ment from the rest of the company, thereby giving it 
an opportunity to develop, unhampered by the actions 
of the gin business one way or the other, and putting 
the responsibility of the new section’s growth squarely 
up to those in that department; (2) maintenance of a 
selling price that assures a fair margin of profit, pos- 
sible through hiring the right sort of salesmen and pay- 
ing them in a manner that does not encourage price- 
cutting and service to an excellent 
method of keeping stock up-to-date through a continuous 
system of records: and (4} keeping always on the alert 
for the trend of demand for equipment, thereby being 
able to supply any new or unusual demand from regular 
stock when it develops. 

In the first instance, the fact that the mill supply 
business was put upon a separate basis from the rest 
of the firm’s operations showed those connected with the 
new department that the action was to more than 
a mere accommodation for customers and a dead-head 
unit in the general business. They realized, too, that 
being a distinct unit, they would receive full credit for 
the failure of the new enterprise. It goes 
without saving that everyone with it, from 
the stock clerk to the keener interest 


sO 


customers; (3) 


be 


success or 
connected 


manager, took a 


in it. It is simply a trait of human nature that they 
would do so. 
By having salesmen exclusively for the mill supply 


department, they are able to concentrate their study and 
selling tactics on this one line of merchandise, whereas, 
if the same men sold both mill supplies and gins, there 
would necessarily be the possibility of one or the other 
of the lines being slighted, for the average man cannot 
concentrate on more than line of merchandise 
equipment at a time. The Murray Company concluded 
that if there were a little more cost to maintaining two 
selling units, the extra cost would be more than counter- 
balanced by efficiency of men in separate 
organizations. : 

The second factor—the maintenance of a fair selling 
price—is done by handling principally nationally known 
merchandise, the price of which is somewhat universal, 
save for the difference in freight to various points, and 
the elimination of any inducement for salesmen to cut 
the price in order to close a sale. 

“We have all our men on a straight salary and expense 
said Mr. Womack, for we believe that any other 
would be inducive of price-shaving. 


one or 


increased 
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Faultless Truck Casters! 


generously de- 
signed with wide fanges—heavily embossed to give 
great stiffness—equipped with solid steel, ground 
Faultless Swivel Truck 
Casters have the great sturdiness demanded by 
industry. 


Pressed from heavy gauge steel 


and lapped ball bearings 


Faultless Truck Casters are made in both the rigid 
and swivel types, and are furnished with cast iron, 
rubber or felt wheels. 


Write for Catalog. 


Faultless Caster Company 


Evansville, Indiana 
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A salesman on a commission basis is likely to take the 
‘sale at any price’ attitude, realizing that if he doesn’t 
make a sale he makes no salary. We find that the only 
way to retain one’s self-respect and the confidence of 
the trade is to adhere to the right price—one price to 
all—basis. Some customers may ‘cuss’ the concern that 
will not grant a few concessions, but at the same time 
they have more respect and admiration for the firm that 
refuses to grant a discount than the one that does.” 

The company regularly covers all of northern Texas, 
much of the central part of the state,-goes west for 
more than 200 miles and touches considerably into 
Oklahoma. 

By the company’s plan of keeping stock they are able 
to tell at a glance just how each item stands. They have 
a continuous card record for all stock in the mill supply 
department. They use a semi-stiff piece of paper about 
five inches high and six inches wide, printed to suit 
the peculiar requirements of the system. The printed 
matter is duplicated on the opposite side, so that the 
entire card may be used, merely by turning it over. 

The left of the card is used for listing orders, there 
being spaces for the order number and the quantity: 
the second space is for listing receipts of stocks, and 
has spaces for date received and quantity; the third 
reserved for data on deliveries merchandise out 
of stock, and the fourth and last section is for notation 


of 


Is 








hand. 


of stock on 
for writing the name of the stock or item listed on the 
card. Naturally, there is a separate card for every item 


At the top of each card is a blank 


carried in stock. 

One clerk keeps the records of stock. He receives a 
copy of all invoices of incoming stock, and from these 
he lists the goods on the cards in the proper spaces. 
When merchandise is shipped, the person making the 
sale or listing the order makes four copies of the sales 
slip. One of these goes to the general office, one to 
the shipping clerk, one to the customer and the last to 
the clerk. With his copy of the order the clerk 
enters the item in the column on the card reserved for 
deliveries, and deducts the item or items sold from the 
amount previously on hand, and then revises the figure 
in the ‘on hand” column to the extreme right of the card. 

This system enables the company to keep the stock 
up at all times, for a glance at any card will show 
the amount of any article hand. By keeping the 
stock normal, the company is able to fill orders for cus- 
tomers quickly, thereby building satisfaction. The mill 
supply department makes it a rule to fill) customers’ 
orders the same day received. 

They deliver by truck free to any point in the city 
limits of Dallas, but to any point outside the city all 
merchandise goes f.o.b. Dallas, whether it delivered 
by truck or shipped by railroad. 


stock 
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Boosts Service Over Price 


Letter Used by Ward Supply Company to Convert Purchasing Departments 


W. A. Griffin, secretary and manager of the Ward 
Supply Company, Inc., South Brownsville, Pa., has 
recently been conducting a campaign to induce purchas- 
ing departments in industrial establishments in the com- 
pany’s territory to recognize service rather than price 
in placing their orders. He told the members of the 
National Supply and Machinery Dealers’ Association the 
details of this work and expressed the opinion that it is 
accomplishing real results. Here is a copy of one of the 
letters which the Ward Supply Company sent to a selected 
ist of customers: 

“Do you want price or do you want service? Would 
you rather we would ship you competition merchandise 
at a price or would you rather have us ship you quality 
merchandise (that will give you service) at a fair margin 
of profit ? 

“Do you want us to quote low on a certain article and 
then get back what we lose on it by overcharging you 
on another? Shall we be smooth and oily with you or 
shall we stand up and look you in the eve and be fair and 
square? Under which heading on our books would you 
like us to place your account; as a customer or 
friend? 

“You wonder why we have asked these questions. 
Now, listen, you know well any other man in 
business that you must have a fair margin of profit or 
close up; so must the Supply Houses. 

“Our business slogan and one to which we stick 
‘Service,’ and to truly give service we must deliver to our 
friends a quality of merchandise that will give satisfac- 
tion and be ready at all times both day and night to 
their call, for their interest must be ours. 

“We admit we want your business, but we don’t want 
ou to be a customer; we want you to be a friend and 
‘price above service’ never made a friend. 

“Now, the policy of your purchasing department 


as a 
as 
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answer 


is 





is, playing one supply house 
against the other until to get an order they must cut 
their price to their actual cost; that if they ship 
quality merchandise, some may do this for a time, but 
you know the old saying, ‘It is pretty hard to get some- 
thing for nothing all the time,’ and in the end they must 
either ship competition merchandise—By competition 
merchandise we mean merchandise that is made to sell 
price hunters—or they must make up their loss on one 
article by overcharging on another; or in other words 
pulling the smooth and oily; because you know, as | 
said before, you must have a fair margin of profit to 
in business. Now don’t think that I mean you are 
the only one that follows this policy of price-bating, for 
you are not—you are just one of the many. 

“Now, we believe that you and every other producer, 
if you just stop and think this over, would rather we 
would look you straight in the eye and tell you that we 
must have a fair margin of profit in order to give you real 
service; and that we will stand behind anything that 


one of price-bating, that 


is, 


stay 


we sell you; that in case of an emergency we will see 
that you do not stick if it is 2:00 a. m.; that we will 
make your interests ours; that we will be your friend 


and in the end you will be ours. We assure you that our 
only object in writing vou this letter is to interest you 
in helping to stabilize business, which you know is truly 
Won't you think this over?” 


toe 


needed. 


Vay Be Biggest Welding Job 


A project that is said to be the biggest oxy-acetylene 
job ever undertaken is now being carried out in build- 
ing a 16-inch steel oil pipe line from Shreveport, La., 
to Beaumont, Texas. The line being built by 
the Magnolia Gas Company with construction headquar- 
ters in Kirbyville. 
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THIS BROWNING PAPER PULLEY 


Is FULLY GUARANTEED BY 


The Ohio Valley Pulley Works, Inc. 


Established 1886 MAYSVILLE, KY. Incorporated 1896 














ALL STOCK SIZE— 


Browning 
Paper 
Motor 
Pulleys 


—ARE WRAPPED AND MARKED 





Browning Paper Pulleys 


are packaged and marked to permit easy and 
accurate handling. Their attractive appearance 


is the outward sign of their inward worth! 





A better Pulley 


THE OHIO VALLEY PULLEY WORKS, Inc. 
MAYSVILLE, KY., U. S. A. 





When writing to Advertisers please mention MILL Supplies 
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Cleveland Twist Drill Company 50 Years Old 


From a Small Shop With One Employe Has Been Built a Great 


Plant Manned by Hundreds of : 


The Cleveland Twist Drill Company, Cleveland, Ohio, 
has passed the half-century milestone of its business 
life, during which it has grown from a “one man shop” 
to an organization which has at times employed as 
many as 2000 workers, and which boasts of a plant 
containing 12 separate buildings. 

The company was organized in 1874 by J. D. Cox, at 
present chairman of the board of directors, who had 
spent eight years in the rolling mill business and was a 
practical mechanic. He saw the possibilities in the twist 
drill manufacturing field, and secured a lathe and mill- 
ing machine and some other equipment. The entire 
organization at the start consisted of Mr. Cox and one 
employe, but the business grew rapidly, and five years 
after the start the company moved into a three-story 
building. At this time the company was building a gen- 
eral line of milling machines and planers in addition to 
making twist drills and reamers. 

In 1880 F. F. Prentiss, who is now first vice-president 
of the company, purchased an interest. He immediately 
devoted his attention to the selling end, while Mr. Cox 
continued to superintend factory operations. In 1882 
Mr. Cox built his first duplex drill milling machine and 
the following year the company abandoned machinery 
building to concentrate all of its efforts on the drill and 
reamer business. 

Like many old companies, it was not all smooth sailing, 
and in 1884, 1885 and 1886 conditions were discouraging. 
However, the clouds finally were dispersed, and in 1888 
the company moved to a new location at East 49th street 
and Lakeside avenue, occupying Building No. 1 of the 
present plant. In 1891 the site at the corner of these 
two streets was purchased. 

In 1894 business improved, and a new building was 
erected. A new drop-forging hammer was also pur- 
chased and installed. 
branch sales 
afterwards, a 


In 1895, the company opened its first 
store in New York City. <A few years 
fourth building was added to the plant. This building 
one of the first factory buildings in the city of 
Cleveland to be equipped with modern sanitary arrange- 
ments. It also included a restaurant for the employes 
and a reading room. At this time also, the company 
started a night school for the employes, employing 
teachers to give free instruction in English, arithmetic 
and mechanical drawing. Attendance was not compul- 
sory. This particular school was discontinued two years 
afterward because the Y. M. C. A. and other institutions 
were undertaking similar work. 

As illustrative of the value of such welfare work, the 
company has a testimonial of appreciation which was 
signed in August, 1900, by 195 employes, practically 
the entire force at that time. 


Was 


In 1901 the company opened a Chicago branch store. 
The next vear another building was added to the plant. 
In 1904 the company was incorporated with a capitaliza- 
of $1,000,000. The of the company grew 
steadily, and further plant additions became necessary. 
During the World War, the demand for twist drills 
increased to such an extent that the company’s produc- 
tion in 1918 was four times what it had been in 1914. 
During this period the number of employes reached the 
two thousand mark. 


tion sales 


In this period also the company 


Satisfied Profit-Sharing Workers 


built its*tenth building, a factory of concrete fire-proof 
construction, equipped with all conveniences for the 
safety and comfort of the employes. In 1919 a fire 
destroyed the forge shop, and a modern fire-proof forge 
shop was immediately built to take its place. 

It is interesting to note that the same men who 
originally fixed the policy of the company are still at its 
head. Furthermore during the entire fifty years of 
business life the company has never had a strike 
labor disturbance of any sort. This success is attrib- 
uted largely to the policy of employe relationship which 
has been in vogue. 

In 1915 the company found itself in position to put 
into effect a profit-sharing plan which the directors had 
long had under consideration. <A meetings 
preceded the adoption of the final plan. In February, 
1916, all employes who had been with the company 2!» 
years or more received a dividend amounting to 10!» 
per cent of their vear’s wages. Those who had been with 
the company less than 2!» years but at least six months 
received from one-half to one-third as much, depending 
upon the length of service. 

Under this plan the dividends are larger when the 
company makes more money and smaller when the com- 
pany makes less. Here are the essential features of the 
plan: 


or 


series of 


Before any dividends are shared with employes the 
stockholders of the company receive eight per cent per 
annum on their stock. When this eight per cent dividend 
has been paid in any calendar year, all extra cash divi- 
dends are divided between the stockholders in proportion 
to the book value of their stock, and the employes in pro- 
portion to the amount of salary or wages earned by them 
during the year ending June 30th. Employes who have 
been continuously in the service of the company for at 
least two years prior to July Ist receive dividends at the 
same rate stockholders. Those continuously in the 
service for more than one vear and less than two years, 
receive three-fourths the rate to stockholders. 
who have been continuously in service for less than one 
vear receive half the rate to stockholders. The dividends 
to employes are distributed once a year in December. 

To be entitled to a share in the distribution, a person 
must be a bona fide emplove in good standing at the 
time of the distribution, except that employes who are at 
that time temporarily laid off owing to lack of work or 
sickness are entitled to share in proportion to their 
earnings during the twelve months ending June 30th of 
that vear. Employes voluntarily leaving the service or 
dismissed forfeit their rights to all dividends. 

The Cleveland Twist Drill Company claimed the first 
world’s drilling record in 1911, by drilling through cast 
iron at the rate of 57! inches per minute, and through 
machinery steel at the rate of 10's inches per minute. 
In 1920, the company claimed a new world’s record by 
drilling through cast iron at 2 inches per 


as 


Those 


the rate of 72 
minute, and through machinery steel at the rate of 30 
inches per minute. At last year’s informashow of the 
National Association of Purchasing Agents, the record 
was boosted to 92 inches per minute through cast iron, 
and 42 inches per minute through machinery steel. On 
June 16, this year, at the railway supply exhibit at At 
lantic City, the company boosted its record to 116 inches 
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Designing Engineers; 


Records made by other Diamond Belts 
in well known elevators throughout the 
country, give assurance that many years 
hence these belts will still be in operation, 
handling the grain easily, swiftly and 
with the utmost economy in the cost 
of installation and maintenance. 


THE DIAMOND RUBBER COMPANY, Inc., 


Boston 
Dallas 


Atlanta 


Chicago Seattle 


Di 


New York 





Lou Stinson, Consulting Engineer; M. A. Long Co., Contractors 


Waiting for a chance to g0 to work! 


9% Miles of Diamond Conveyor and Elevator Belts are shown 
here, in crates under the Dripping Shed of the new B. & O. 
Elevator at Locust Point, Baltimore, Md., waiting to be installed 
and put to work. 


Diamond Rubber Belts, in ports on the 
Atlanticseaboard, along the Great Lakes, 
on the Pacific Coast and at grain centers 
on the Missouri and Mississippi Rivers 
are now handling a large share of the 
grain that feeds the world. 

It pays to handle Diamond belts. 


Akron, Ohio 
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San Francisco 


Kansas City 
Los Angeles 
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per minute through cast iron, and 50 inches per minute 
through machinery steel. 

The company believes that the records are interesting 
because they serve as milestones indicating the progress 
that has been made in the development of high speed 
twist drills. In 13 years it has been possible to make 
them 100 per cent more productive in drilling cast iron, 
and almost 500 per cent more productive in drilling ma- 
chinery steel. 

Mr. Cox in reminiscing recently stated: “In 1874 
twist drills were crude as compared with the fine high 
speed cutting instruments that are now in general use. 
A high speed drill, for instance, was unknown, and drill 
presses were incapable of handling them. Any tool they 


How Gossip Affects Business 








was capable of making a hole in metal was regarded as 
satisfactory, and not too much emphasis was_ placed 
either upon the quality of the hole itself, or the tool that 
made it.” 

Mr. Cox further stated that at a very early stage in 
his business he realized that its salvation depended upon 
the quality of the product and the ability to keep just a 
little bit ahead of the machine tool industry. 

It was not until early in the twentieth century that 
twist drill manufacturers began to experiment in a scien- 
tific way to determine just what the twist drill was cap- 
able of producing. With a gradual increase, however, in 
the use of twist drills, this became both desirable and 
necessary. 


The Fallacy of Spreading Pessimism Merely on Heresay lvidence 


A. W. Christopher, Pittsburgh district sales manager 
of the Youngstown Sheet & Tube Company, contributed 
a full-page article to the May 10th issue of “Pittsburgh 
First,” the publication of the Pittsburgh Chamber of 
Commerce. Writing under the caption, “Effect of the 
‘He-Gossip’ Upon American Business,” Mr. Christopher 
takes a “wallop” at the type of business man who is al- 
Ways ready to believe what he hears and reads, without 
weighing the value of the story in the light of the basic 
facts. After relating how the oil scandal turned business 
from an attitude of enthusiasm to one of faltering un- 
certainty, he stresses the fallacy of letting the actions of 

mere handful of men effect the livelihood of the entire 
country, and pointed out that business should really be 
better because of the oil investigation, “for even though 
t is an infinitesimal part of our business structure, that 
part is in one hundred per cent better position than it 
was before the investigation started. The few men in 
this country who would be inclined to accept graft would 
inder existing circumstances, hesitate greatly before go- 
ing ahead. We are actually cutting away a small cancer- 
ous growth from the anatomy of American business, and 
the patient is in far better than the 
peration was performed.” 


condition before 
Mr. Christopher then gives the following as a concrete 
‘xample of what is going on. He states that the incident 
actually took place: 
“About two weeks ago, a man conducting a small manu- 
10,000 inhabitants 
opened his mail and found that one of 


facturing business in a town of about 
his competitors 


had taken an order from him. Later he read in his 
morning newspaper that a railroad had deferred placing 
a large order for cars. That was too much. He went 


to his club, sat down at the ‘round table,’ said he thought 
susiness was slowing up, then speculated and enlarged 


ipon his theoretical reasons why the railroad had de- 
ferred this purchase,—and what was the result? Twelve 
men left that club with the conviction that business was 


be bad. with 
salesmen that turn, 
pread broadcast the news that business in such and such 
a town was terrible. Now let us Just analyze the facts. 
This man lost an order, but it went 
the order was actually placed. He had no idea as to the 
real reeson for the deferment of that car purchase by the 
railroad company, and had no right to advance a lot of 
wild theories as to why the order was not placed just at 
that There yreat many reasons why the 


olngs to 


Many of them consulted 
afternoon, and they, in 


very 
traveling 


to a competitor, so 


time. 


are a 


placing of any order should be deferred; some indicate 
good business conditions, and some bad ones. You can 
undoubtedly appreciate what I am driving at: that what- 
ever effect this particular incident had upon public senti 
ment, was based wholly upon the ‘idle gossip’ of a dozen 
men, none of whom could possibly know what they were 
talking about. This is an every day occurrence in evers 
club in every city in this country, and is an example of 
how public sentiment is molded.” 


PRIZE WINNERS ANNOUNCED 


Decker Mfe. Co. Had Very 


Trimming Contest for Supply Houses 


The Black & Successful Woindou 


Several mill supply house representatives were among 


the prize winners in the national window trimming con 


test staged by The Black & Decker Mtg. Co., Towson, 
Md. The prizes were offered for the individuals in 
automotive, mill supply, electrical supply, machinery or 
wholesale hardware houses responsible for the actual 
trimming of the windows containing the best exhibits 
of Black & Decker products during the contest week. 
Here are the names of the prize winners: first prize, 
$100, J. C. Shumway, Kansas City Auto Supply Co., 
Kansas City, Mo.; second prize, $75, L. O. Rausch, 


Straus-Frank Company, San Antonio; third prize, W. ©. 
Uhler, E. S. Youse Company, Inc., Reading, Pa.; fourth 
prize, $25, H. J. Weisberg, Onondaga Auto Supply Co., 
Syracuse; fifth prize, $15, tie between F. C. Medland, 
Canadian General Electric Co., Ltd., Toronto, and John 
Hamman, Duncan & Goodell Company, Worcester, each 
of whom receive a prize; other prizes, $10 each, H. J. 
Leggy, Swords Brothers Company, Rockford, Il.; Charles 
S. Conover, Banister & Pollard Co., Newark, N. J.; R. G. 
Riley, Ballou & Wright, Seattle; William G. Blum, Loses 
& Co., Inc., Easton, Pa.; Harold M. Blum, Interstate 
Electric Co., New Orleans; Albert M. Maher, Shuler Auto 
Supply Co., New Orleans; James M. Carr, L. M. Henges- 
baugh Co., Flint, Mich.; C. E. Holsomback, Van Zandt 
Leftwich Auto Supply Co., Huntington, W. Va.; Joseph 
I. Hofman, The General Machinery & Supply Co., Balti- 
more: and John O. Sadler, Indianapolis Belting & Supply 
Co., Indianapolis. 

In addition to the above a number of prizes of 
each were awarded for trims that were judged to be so 
yood that they almost got into the regular list of prize 


$5.00 


winners. 
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DROP FORGED STEEL 
VALVES AND FITTINGS 


are used extensively in the industrial fields where high 
pressures and temperatures are necessary. In the new 
El Paso Electric Railway Power House, El Paso, Texas, 
Vogt Fittings were installed because of their dominant 
strength and capacity for enduring hard strenuous ser- 
vice. Leading engineers and builders of power plants 
and installations, where high temperatures and pres- 
sures are vita! features, endorse the use of Vogt Fittings. 
The El! Paso Plant was constructed by Stone & Web- 
ster, Inc., universally known as efficient construction 
engineers and builders. Write for Bulletin F-5, dis- 
count sheet and free sample fitting. 


HENRY VOGT MACHINE CO. 


Incorporated 


LOUISVILLE, KY. 


MANUFACTURERS OF DROP FORGED STEEL VALVES AND 

FITTINGS :: ICE AND REFRIGERATING MACHINERY :: WATER 

TUBE AND HORIZONTAL RETURN TUBULAR BOILERS :: OIL 
REFINERY EQUIPMENT. 


Branch Offices: New York, Philadelphia, Chicago, Dallas 


Our Authorized Agents: 
Metalwood Mfg. Co., . . Detroit, Mich. 
Pittsb'gh Valve Fdy. & Const.Co., Pittsb’gh, Pa. 
John Simmons Co., . New York, N. Y. 
Walworth Mfg. Co., . . Boston, Mass. 
Walworth Mfg. Co.. Chicago, Ill. 
Walworth Mfg. Co., Seattle, Wash. 
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The June issue of MILL SUPPLIES was the 
the history of this publication in which an article by 
Frank Farrington has not appeared, and it was through 
no fault of Mr Farrington, who has faithfully and in 
fere stingly sent in his contribution each month, always 


first one a 


touching with new vigor on some pe rtinent fopile under 

* Mr. Farring- 
ton has an unusual faculty of being able to write month 
after month on the 


becoming 


the general heading of “Sale smanship. 
samme Ge neral subject without 
hachkneued. Only the « 
created hi the Mr pie cede nite d volume of conve ntion news 
prevented the usual allotment of Fa 
ton article in the 


eve? 


frresome or Vlgeney 


space to the ring 


June ISSHe, 











You and I are influenced by little occurrences, by small 
events, by minor characteristics in individuals, by sub- 
tleties that almost escape our attention. 
subject to similar influences in their 
salesmen. 


Buyers also are 
relations with 

It is scarcely too much to say that no incident is un- 
worthy of attention in connection with its possible effect 
upon selling success. 

A salesman who took a buyer to the hotel sample room 
to show him his line, though he was showing off his own 
cleverness when he exhibited the pieces of a teakwood 
table tucked into the available spaces in his trunks, ex- 
plaining that he had seen it in the room he occupied in a 
hotel that was being closed up, and coveting it, had taken 
it apart and carried it away in his trunks. That 
man had been getting considerable business from that 
buyer, but the buyer changed his ideas about the sales- 
character right then and there. He 
trust the man and stopped buying from him. 

A salesman waiting for a chance to talk to a mill sup- 
ply buyer allowed himself too much latitude in trying to 
flirt with the stenographer, and the buyer, perhaps with 
a fondness himself for that stenographer, developed a dis- 
like for the salesman. From that time on that buyer and 
that salesman never got together on any purchases. 

A salesman who allowed his eves to follow every office 
virl who went by the buyer’s door while the salesman 
was showing his line, to his surprise found himself out- 
side without an order. The buyer was hard to sell and 
attention was divided. He could have 
he didn’t. 

The salesman who was too anxious to solicit my order 
and make a certain train leaving in a short time, allowed 
himself to interrupt a transaction in which I was already 
To be sure, he apologized for the interruption, 
and, of course, I verbally excused him, but for all that I 
did not give his hastily offered proposition any attention, 
and he was soon free to take his train or to do anything 
liked. 

A buyer who was perhaps more fastidious than he had 
inv right to be, rejected the advances of a salesman who 


sales- 


man’s ceased to 


the salesman’s 
made a sale, but 


engaged, 


else he 


persistently chewed gum while trying to get business. 





uccessfal Salesmanship 


By Frank Farcington 


41 Rights Reserved 


Little Influences 


The salesman may have been suffering from indigestion, 
halitosis, nervousness or nothing at all. The result was 
The gum chewing got on the buy- 
er’s nerves and he finally exclaimed, “For heaven's sake, 
throw that gum away if vou want to do business with 
me!” It while to counteract the effect of that 
thoughtless gum chewing. 

Do you like to be called “out of your name?” If you 
are Mr. Merton, do you like to be called “Mr. Burton?” 
When you are Mr. Harper, do you like to be called “Mr. 
Parker?” It is easy to say that a salesman ought not 
to be expected to remember hundreds of names and to 
them all exact. That 
Before the salesman goes to the buyer, he has time and 
opportunity to get that buyer’s name just right. Per- 
haps the buver is not fussy about what he is called, but 
there never was a buyer vet who felt any better for hav- 
ing his name called wrong. 

It may be that the salesman has to pay for his own 
cards and they may cost enough so he hates to waste any 
of them, and yet that will not prevent the buyer being 
just a little bit adversely affected by the presentation of 
a soiled card, a card that is not fresh and bright and 
And the buyer may also resent the apparent 
stinginess of the salesman who picks up his card when he 
order to use. it That 
down to his last card and he may try 
to explain the fact, but all the same the effeet will not be 
good. 

The salesman may have been out on the road longer 
than he expected to be. He may be short of linen. He 
may have to resort to wearing a shirt that is frayed at 
the cuffs, or that has holes worn by his collar points at 
the neck. 
that to save buying a new one, no matter how many you 
home. The ragged shirt may 
buyer that you are not the high class salesman you pro- 
fess to be, that you are a cheap man representing a 


the same in any case. 


took a 


get makes no difference in results. 


clean. 
goes, In again somewhere else. 


salesman may be 


There is no economy in wearing a shirt like 


have at prove to some 


second rate house. 

It is not that such influences justify their effect. The 
buyer may be all wrong in many of the deductions he 
makes, but that does not prevent him from deducing just 
the same. 

Once I lost a sale because I forgot the buver’s intense 
certain political conditions and 
which that 
No salesman can hope to 


predisposition against 
spoke too carelessly about a movement in 
buyer was deeply interested. 
know how all the buyers he meets feel on the mooted 
questions in politics, temperance and religion, but any 
salesman can steer clear of such topics save when he is 
asked about them by the buyer with whom something of 
the sort And when asked about such matters 
it is not necessary to say anything that will develop into 
an argument. I don’t salesman or 
buyer, sacrificing his principles in but 


is a fad. 


believe in any man, 


such matters, 













































10 CENT STORES 
achieve tremendous vol- 
ume through small sales. 

Turnover is the secret of 
- ns this success. 
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argument never makes for friendship or for friendly re- 
lations. 

It little things influence buyers adversely, so also they 
influence them favorably. If your position on a public 
question on the side opposite to that of the buyer irri- 
tates him, on the other hand, agreement with him if you 
are an enthusiast in agreement and sincere in it, may be 
the means of developing desirable and lasting friendly 
relations. 

The most courteous salesman I ever knew was a man 
who called on me when I was wearing a pair of blackened 
eyes from a baseball accident, and that salesman, know- 
ing nothing of the reason for my battered appearance, 
refrained from the obvious questions and comments, al- 
though they would not have given any offense. He looked 
me right in the face and never batted an eyelash. How 
he kept his face straight, I don’t know, but he did and 
since everyone else who saw me tried to be humorous 
or sympathetic, his attitude was noticeable and his for- 
bearance reacted to his credit and advantage. Ever after 
I welcomed him as a fine example of courtesy and his 
sales increased because of it. 

I think the little things, the little acts that are evi- 
dences of courtesy, are among the most important of 
the minor influences the salesman can bring to bear to 
induce favorable attitude on the part of buyers. The 
salesman who avoids intruding upon even unimportant 
conversation, who is courteous with employes, whether 
men or women, who defers to the buyer’s opinion, who 
casts aside tobacco and gum before encountering the 
buyer, who avoids tracking mud into an office, who re- 
moves his hat even in an office where the occupant wears 
his, who does not crowd a handshake upon a buyer who 
does not care to shake hands; the salesman who takes 
pains to get all these little things worked out so they will 
count for instead of against him, will benefit by them. 

Just that matter of shaking hands requires some con- 
sideration. Sometimes I hear salesmen complain of a man 
who when he shakes hands, just gives you a “limp paw” 
and lets you do all the shaking. Well, perhaps that man 
does not care to shake hands with you. It looks as if 
that might be the case. Why inflict upon him a rite that 
he does not desire? There is too much unwelcome hand- 
shaking on the part of salesmen. I don’t know why a 
man who comes in a stranger to me, who is there to get 
ie to buy something, who has a long way to go before 
he can count himself my friend, should think I care to 
shake hands with him. Consider the case before you 
compel a buyer to undergo a handshake. 

Relatively minor matters in the way of apparel have 
their influence upon buyers. A salesman may wear some 
article of clothing that will be conspicuous enough or un- 
usual enough to serve to distract the buyer’s attention 
in some degree from what the salesman is saying. A 
certain color of necktie is said by psychologists to have 
an undesirable effect in just that way. 

Men are judged by apparel and a necktie may be such 
as will stamp a man’s character or characteristics. An 
attorney from a country town went to the city on busi- 
ness and incidentally dropped into a manicure parlor to 
have his nails given attention. As men will, he fell into 
conversation with the young woman manicurist who 
asked him what his occupation was, mentally noting the 
rather flashy necktie he wore. 

“T am a clergyman,” said he. 

“Like hell you’re a minister with that necktie,” 
the girl. 

You may be sure that if part of your apparel is eye- 
seizing, outstanding, attention-arresting, it is going to 


said 








serve to distract attention from the words of your mouth. 
It may be your necktie, a freakish collar, a fancy waist- 
coat, flashy jewelry, ultra-modish shoes, or something 
else. It will certainly be no help to you in interesting and 
bringing to the purchasing point the average buyer. 

This matter of the influence, adverse or otherwise, of 
little things, is something for the salesman to ponder 
over during some of the spare moments when he has 
nothing to do but stare out of the window a day 
coach at a barren landscape. 


of 
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AN IDEA FROM THE OF ERHEAD 
President of the Standard Pressed Steel Company Invented His 
Hanger After a Broken Countershaft Missed Him 


Ideas sometimes literally break upon us as is_ illus- 
trated by a narrative told to a representative of MILL 
SUPPLIES recently by H. T. Hallowell, president of the 
Standard Pressed Steel Co., Jenkintown, Pa., a manu- 
facturer who has long been identified with the mill 
supply field. Mr. Hallowell had been asked by the inter- 
viewer what were the determining factors that led to 
the invention of his steel hanger; in other words, what 
was his particular story of success. His reply was that 
his invention came as the result of an accident which, 
although it very nearly brought a termination to all 
possibilities for the future, very fortunately left in his 


mind an idea. In other words, he was missed in the 
accident, but was struck by the idea. 
“It was back about 1898,” said Mr. Hallowell. “I was 


passing a machine in the shop where I was at that 
time employed. Suddenly a cast iron hanger gave way 
and the countershaft crashed to the shop floor, barely 
missing me. It left me gasping and, | might say, very 


much an enemy of that particular hanger. I decided 
then and there that a different type of hanger would 
be a blessing, and -began at once to devise a_ steel 
hanger. 


“At that time there was on the market a hanger with 
tubular steel legs to which separate feet were fastened 
in what seemed a substantial manner, but in actual 
practice they worked loose. Soon afterwards, this type 
of hanger disappeared from the market. Therefore when 
I designed my steel hanger, I saw to it that the legs and 
feet were one continuous piece of steel. At the start 
my hanger, while incorporating the feature of integral 
legs, had a hollow foot of pressed steel, but a few years 
of actual practice demonstrated not only the hollow foot 
to be a flat failure, but also the necessity of providing 
an extra thickness of steel at the junction of the leg and 
foot. After many vears of actual experience, we brought 


out our present model with integral, solid feet and 
heavily reinforced legs.” 
When Mr. Hallowell registered the patents on his 


hanger, it was found that his were the original rights on 
the first all-steel hanger in the world. 
it) > 


Has Insured Its Employes 

Fulton Supply Company, Atlanta, has taken out group 
insurance on its employes. Under the policy any em- 
plove who has been with the company from one to three 
years has protection of $1,000; anyone who has been 
with the company from three to five years, $2,000; and 
over five years, $3,000. The policy is exactly like an 
individual policy, made payable to any beneficiary whom 
the individual designates. A very nominal flat rate sum 
is charged the employe each month, and the difference 
is paid by the company. Over 75 per cent of the em- 
ploves have taken advantage of the insurance offering. 



































DEALERS 


A comprehensive assort- 


ment of Jones Cast Iron 
Pulleys is carried in stock, 
in a wide range of bores 
and diameters, ready for 
shipment at an hour’s 


notice. 


This Stock List is a mighty 
handy reference in an 
emergency—and for reg- 
ular use. Send for it now. 


You might need it tomor- 
row. 





Power Transmission Appliances 
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FROM foundry to finish, Jones Cast Iron 

-ulleys are right. They are right as to bal- 
ance, crown faces, specifications as to diameter, 
bore, setscrew or keyseat. 


For over thirty-four years of knowing how 
guard and guide their quality. 


Jones experience and thoroughness are also 
expressed in Jones Ball Bearing Loose Pulleys, 
Flexible Couplings—made in four styles to 
meet every need—Friction Clutches, Gears and 
general power transmission appliances. 


The Jones selling organization is a good one 
to tie to. The line of Power Transmitting 
Machinery is complete, attractive in appear- 
ance, of established quality. The sales helps 
that go with a Jones franchise are real and 
practical. 


The special dealer’s proposition will prove 
interesting and profitable to you. Write for it. 


Branch Sale and Engineering Office 


New York Pittsburgh Cleveland 
nd Murray Sts. Union Trust Bldg. 226 Superior A N.W $5 Pearl 
Milw aukee Detroit 
E, Water St 137 E. Woodbridge St. 


“ Jones 





JONES PULLEYS 


W. A. Jones Foundry & Machine Company 


Main Office and Works: 4411 West Roosevelt Road, Chicago 


Buffalo 
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Sixty Years Since Jenkins’ Famous Invention 


learnham 


Yardley, Third President of the Company, Officiated at 


Dedication of Bronze Tablet During Anniversary leek Celebration 


Jenkins Bros., New York, manufacturer of valves and 
steam specialties, celebrated its sixtieth anniversary 
during the first week of June with a convention of its 
entire sales organization. Sales conferences, a visit to 
the company’s plant in Bridgeport, Conn., the dedication 
of a bronze tablet at the new iron body and steel valve 
plant, luncheons, golf and a shore dinner; all helped to 
make the celebration one that will live long in the 
memories of the Jenkins organization. In all there were 
approximately 80 sales representatives in the group con- 
vening, including men from the company’s offices in 
London, Montreal, Mexico City, Cuba and San Francisco. 

Farnham Yardley, president of the company, officiated 
at the dedication of the tablet which marks the occasion 
of the operation of the new five-story addition to the 





FARNHAM YARDLEY, PRESIDENT, JENKINS BROS. 
Bridgeport factory. On the tablet are inscribed a brief 
historical sketch of the company and the names of the 
company’s directors. 

The history of this sixty-vear old valve manufacturing 
company is interesting. It was in 1864, when the Civil 
War was drawing to a close, that Nathaniel Jenkins 
invented the first Jenkins valve. At that time, rubber 
compounds capable of withstanding hot water or steam 
were unknown, and Mr. Jenkins started experiments with 
the idea of producing a suitable washer for use in an 
ordinary water faucet. He established a small business 
in Boston, and after months of study he invented a com- 
pound that would not only stand hot water, but would 
stand steam as well. The inventor then devoted his 
efforts to manufacturing a renewable disc valve for 
steam. He obtained several patents in the next two 
vears, and after various types had been tried, in 1868 
he obtained the basic patent for a valve substantialls 
the same type as is now made by Jenkins Bros. 

Nathaniel Jenkins died in 1872, and his two sons, 
Alfred Blunt and Charles, took over the business under 
the title of Jenkins Bros. The firm entered into a con- 
tract with Eaton, Cole & Burnham Co., of Bridgeport, to 
manufacture the valves invented by Nathaniel Jenkins. 


It is interesting to note that both brothers were them- 
selves inventors. Charles Jenkins, who had been previ- 
ously associated with his father, made many improve- 
ments and obtained patents on additional types of valves. 
His brother, A. B. Jenkins, invented and patented a dise 
compound which was a great improvement over any 
previously made. 

In addition to being an inventor, A. B. Jenkins was 
keenly interested in selling problems, and took charge 
of the company’s first branch store, which was opened In 
New York in 1880. The combination of the two brothers 
Was a successtul one, and in 1885 a Philadelphia branch 
Was opened and in 1886 a Chicago store was added. 

A. B. Jenkins purchased his brother’s interest in the 
business in 1896 and continued it under the same name. 
In 1907, the business was incorporated under the laws of 
New Jersey. At that time, many of the veteran employes 
were made stockholders of the company. Mr. Jenkins 
continued to be actively at the head of the business until 
his death in 1916. 

At the death of A. B. Jenkins, his son-in-law, Farnham 
Yardley, succeeded to the presidency of the company, 
and under his management the company entered a new 
period of expansion. In 1920 the company purchased 
the Bridgeport plant in which Jenkins bronze valves had 
been made continuously since 1872. Among the employes 
who were taken over by the company when the plant was 
acquired were 22 men who had been employed for more 
than a quarter of a century manufacturing the Jenkins 
valves. 

During that same year, 1920, the Jenkins Rubber Com- 
pany, which had been organized many vears before and 
which had a factory at Elizabeth, N. J., was taken into 
the parent organization as the Rubber Division. 

Jenkins Bros., Limited, was organized in 1906 as a 
Canadian company. This company owns a large factory 
n Montreal, and also has an office and warehouse build- 
ing in London, England. 


Farnham Yardley, present head of the Jenkins organi- 
zation, has been connected with the company since 1911. 
He at once became actively interested in the American 
Supply and Machinery Manufacturers’ Association, and 
at the 1913 convention was nominated as vice-president. 
During 1916, he served as president and has since been 
a member of the advisory board. 

The company’s Bridgeport plant today has a total floor 
space of 154,000 square feet. Of this 87,000) square 
feet are devoted to the manufacture of bronze valves, 
and the remainder, 67,000 square feet, is contained in the 
recently completed five-story addition which is utilized 
for the manufacture of iron and steel valves. The Mon- 
treal factory has a total floor space of 78,000 square feet, 
and the rubber division factory at Elizabeth contains a 
total floor space of 57,000) square feet. 

In addition to Mr. Yardley, the other directors of the 
company whose names are inscribed on the historical 
tablet at Bridgeport are: A. Eugene Brady, Charles J. 
Jackson, Frank T. Swain, W. Byron Rufe, Samuel Laird, 
Charles V. Barrington, John D. Stiles and William G. 
LeCompte. The officers, in addition to the president, 
are: vice-presidents, Frank T. Swain and Charles V. 
Barrington; secretary, W. Byron Rufe; treasurer, A. 
Eugene Brady. 
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comes of experience. 


ot Pyott 
Machinery. 


PULLEYS, 


HILE a pulley or hanger is, com- 
paratively, a simple article to manu- 
facture, there is always that element 
of “knowin?, how” that differentiates a 
00d product from an indifferent one, 
no matter how simple its manufacturin?, 
It is the advantage that 


25 Years 
of specialization is back 
“Red Face” 
The Pyott line measures up to the high- 
est standards in design, material and workmanship. 
Our central location and shippin8 facilities give us a 


special advantage in serving our dealers promptly. 
Give Pyott Equipment and Pyott Service a trial. 


PYOTT FOUNDRY COMPANY, CHICAGO 


Carroll Avenue and Sangamon Street 


HANGERS, SHEAVES, 

































Pulleys and B some ransmission 


Have you Catalog No. 28? 





SPROCKETS, GEARS, FLY WHEELS, CASTINGS 

















BOTTLE FILLING WITH THE LABOR SAVING 
AIR PUMPS 


\ modern method of filling bottles of any size or shape with any kind of liquids— 
; >, "jec g ce sracke es. Most filling machines are GET THE CATALOG 


using these pumps already as they assure a real, positive and steady vacuum which 
may be regulated to a nicety—The machines are self lubricating and hence require 


Leiman 
Bros. 


Fast and reliable rejecting broken or cracked bottles 


very little attention. 


[here are many kinds of automatic machines on the mar 
ket, but these factory appliances do not generally receive 
as much publicity as they might—without them however 
little of our present day progress could have been made. 
There are few machines with more delicate and sensitive 
parts or parts that do more important work than those 
composing the bottle filling machine. 

It works steady, rapidly and efficiently and every sort of 
food and drink passes through them. Thousands and hun- 
dreds of thousands of bottles of catsup, cologne, ink, vinegar 
and what not are bottled daily by these most wonderful 
devi es. 


In addition there are labelling machines and wrapping ma- 
chines which all work ceaselessly that we might have liquids 
and semi liquids that do not cost too much because of the 
labor of preparation These are labor saving benefits that 
Leiman Bros. Rotary Air Pumps make possible. 


Some more users who have all sorts of work in vacuum or 
pressure of air who rely on these highly efficient, yet low 
cost pumps— 


University of Michigan. General Electric Co. 

Yale University Medical School. Edison Storage Battery Co 
Mellon Institute. Eagle Pencil Co. 

Tennessee Coal & Iron Co. Nairn Linoleum Co. 

Wilcox & Gibbs Sewing Mach. Co. Pacific Portland Chemical Co. 
M. A. Hanna Co., Cleveland Mallinkrodt Chemical Works. 
Heywood-Wakefield Co. Lehn & Fink 

Sinclair Refining Co Emerson Electric Mfg. Co. 
Standard Oil Co Century Electric Co. 

Texaco Co. 


Westinghouse Electric & Mfg. Co. 
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Makers of good machinery for 35 years 
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Old Mill Supply House Catering to the Industries of the Northwest 
Is One of the Pioneer Business Institutions of the City of Seattle 


The Puget Sound Machinery Depot. Seattle, one of 
the pioneer business institutions of that city and a leader 
in the distribution of mill and mine supplies and ma- 
chinery, recently purchased the building which it has 
been occupying at 322 First avenue south and remodeled 
it to meet the imperative need of more convenient and 
commodious offices. With the completion of the altera- 
tions, the company now has ample accommodations for 
its sales, estimating, bookkeeping and engineering de- 


Green & Perkins, the founders being J. 
T. M. Green. 


nue, just off the Marginal Way. This machine shop is 
equipped to handle general work, but 
marily to heavy sawmill work. 


is devoted pri- 


The company was organized in 1887 under name of 
H. Perkins and 
A year afterwards W. H. H. Green was 
taken into the firm and the business was incorporated 
under its present name. Its first business home was in 
a small corrugated iron building located on Yesler Wharf. 














Upper lett to right—General offices newly remodeled store and sales offices of Puget Sound Machinery Depot. Center oval 


machine shop. Lower left to right—Interior view of the warehouse; exterior of the warehouse; another view of the ware 
house. 
partments. In addition, the company carries in this This was burned in 1889. A few years afterwards the 


building its stock of brass goods and small tools and 
supplies, but its heavy machinery, power plant equip- 
ment and transmission supplies of all kinds are carried 
at the company’s warehouse at First and Spokane 
streets. 

The latter warehouse is located in the heart of Seattle. 
It is 60 feet wide by 120 feet long. It has railroad track 
facilities and overhead electric crane equipment for han- 
dling incoming and outgoing shipments with dispatch. 

In addition to the office building and warehouse, the 
company operates a machine shop on Massachusetts ave- 


’ At 


company leased a building at the northeast corner ot 
Washington street and Railroad avenue, remaining in 
that location until 1905 when the company moved its 
main offices and store to its present location. 

In 1895 E. I. Garrett, the present head of the business, 
became associated with the company, and when T. M. 
Green retired from the presidency in 1912, Mr. Garrett 
obtained the controlling interest and became president. 
that time, J. W. Eddy obtained an interest in the 
business and has since been vice-president of the com- 
pany. The other officers of the company are: Second 
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Puget Sound Machinery Company Buys Building | 



















































Worcester 


Wickwire Gray Strand Wire Rope 


As a dealer, you can well point with pride to the Gray 
Strand which identifies the top quality of Wickwire 
Ropes. 


You, Mr. Dealer, can establish a profitable business 
in Wickwire Ropes, a business that will prove a good 
will builder for you. 


We are prepared to give you organized sales co-oper- 
ation, service and quality in every reel. 


All Wickwire ropes are made within our organiza- 
tion, all the way from the mines to the finished product. 


General Offices 
41 East 42nd Street, New York 


Buffalo Philadelphia Detroit Chicago San Francisco Los Angeles 


Wickwire Spencer Steel Corporation 


Seattle 
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cause; look them over. 


Ball Bearing Spindle increases efficiency and ease of operation. 
wear at most vital points. 


ity. Increases life of hoist for ordinary service 100%. 


loads. 
Tube Oiling System insures oiling at vital points. 
Improved Ball Bearing 
Detachable Coupling 

\bsolute freedom of lower hook. Gain 
of two or four inches in minimum dis 


hooks. Enables quick 


installation of new load chain. 
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That Hoist Remains in Stock Just Long 
Enough to Hang the “Sold” Sign on It 


and the reasons are perfectly obvious: just being an ordinary, real good 
hoist would never have caused the heavy, steady, growing demand all over 
the country for this particular hoist—its exclusive features have been the 


Reduces 
New Process Chain gives an overload factor equal several times rated capac- 


Steel Safety Straps an added precaution to care for extremely heavy over 
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vice-president, A. B. Shafer; secretary, George B. Gem- 
mill. Mr. Shafer is in charge of sales, and Mr. Gemmill 
in charge of the purchasing department. 

The company is capitalized at $250,000, and its terri- 





FE. I. GARRETT, PRESIDENT 


tory includes Washington, Oregon, Idaho, Montana, 
California and British Columbia. It carries a complete 
stock of mill, mine and steam supplies, machinery and 
heavy hardware. 
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HINTS FOR SHIPPING ROOM 


Commerce Department Chart Shows How to Make a Shipping 
Case so That it Will Stay Together in Transit 

The old proverb, “fa stitch in time saves nine,” applies 
as pointedly to nails as to needles, says John F. Keeley, 
packing expert of the Department of Commerce, who 
is conducting in co-operation with shipping industries, 
an exhaustive investigation of means of prevention of 
loss of goods in transit. That a timely nail is worth 
more than its weight in gold has been proved by tests 
of packing cases at the United States Forest Products 
Laboratory, which show that the majority of failures of 
ordinary boxes is due not to the lumber of which the 
box is made but to improper nailing. In many 
better box can be constructed with thinner material by 
the use of a few more nails in the right places, making 
a material saving in initial cost of packing as well as a 
subsequent saving through less loss in the box car and 
con the concrete platform. 

In making a packing case the nailer must use his own 
head well the nail’s, Mr. The 
proper nailing of boxes demands the use of the right 
kind of nails, the right size and the right number. The 
size and thickness of nails determined 
of wood and thickness of boards. The woods commonly 
used for box-making purposes have been divided by the 
Forests Products Laboratory into four classes, accord- 
ing to their strength and their ability to take and hold 
nails, with white pine leading group one, southern vel- 
low pine leading group two, red gum leading group three 
and hard maple leading group four. The number and 
sizes of nails needed to make strong boxes out of the 


cases a 


as as declares Keeley. 


are by species 











various woods of different thicknesses have been reduced 
to regular rules and charted. Charts by which anybody 
who can read may know just what nails to use, and 
how many and where for every common kind of box wood 
have been prepared by the commerce department and 
may be had by anybody who will write to the depart- 
ment and ask for it. This chart pasted up in the ship- 
ping room and used means money for the user. 

“Spare the nail and spoil the box,” is Mr. Keeley’s 
motto. The number of nails specified for different woods 
in the chart is not the maximum. Increasing the num- 
ber of nails 50 per cent will increase the strength of 
the box 100 per cent on the average. The danger of 
splits from driving two or three times the number of 
specified nails is negligible. Nails are cheaper than 
wood. They not only serve to hold parts of a box to- 
gether, but they provide rigidity. »- Splitting is more 
often caused by too large than by too many nails. With 
the commerce department chart showing the size and 
minimum number of nails necessary the box-maker will 
not go far wrong. 

tor 
BLACK & DECKER EXHIBIT 
Interesting Displays of Electric Tools at the Recent Automotive 
Vaintenance Equipment Show in Detroit 

The Black & Decker Mfg. Co., Towson Heights, Md., 
had an interesting exhibit at the recent Automotive 
Maintenance Equipment Show in Detroit. The exhibit 
was designed to visualize that the electric drill is the 
motive power of the shop, a large display panel being 





BLACK & DECKER EXHIBIT AT EQUIPMENT SHOW 


employed effectively to show electric drills with different 
held in the chucks. 

Another section of the exhibit was devoted to demon- 
strating the adaptability of the electric screw driver 
and socket wrench for driving screws in the manufac- 
ture of automobile bodies, the driving of lag screws in 
shipping and packing departments and the driving of 
bolts and nuts in the assembly of machinery. A separate 
panel was used to display electric ‘screwdrivers and to 
show the equipment which is with Size. 


tools 


standard each 
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Clearing House Bulletin 
The latest bulletin of the national clearing house of 
the National Supply and Machinery Dealers’ Association 
contained 24 pages of typewritten lists of overstock 
offerings of various members. The list includes a 
of products. 
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Workmanship Where Other Pulleys 
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eae Gilbert Pulleys 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 




















Accurate Workmanship in This Pump 


Rotary Pumps must be accurately designed and as- 
sembled to operate with greatest efficiency. 

In this Deming Pump the case containing the cams 
sii is carefully turned and boxed so that it is perfectly 
true and smooth, The cams are accurately formed 
and machined to operate with the least friction and 
wear, and give best pumping results. The pump is 
easily installed and is especially designed for easy 

leaning. 

When you sell a Deming Pump you deliver a prod- 
uct that has nearly a half century of knowledge back 
of it to guarantee that it is “built right” for the job. 
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Complete Pump Catalog on Request 


The Deming Co. Est. 1880. Salem, 0. 


Phe nearest distributor will work with you for mutual protit 
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BALTIMORE Southern 
BOSTON Charles J. Jager Co., 13-1: 
CHICAGO Henion & Hubbell, 21 
DENVER Hendrie & Bolt 
DETROIT Standart B p 
KANSAS CITY English ae ) 
LOUISVILLE Laib Company 
CAP NUTS ee GATS Se RICHMOND Sydnor Pump & Well Company 
DRIP SCREW 7 —— PIPE ATTACHMENT MINNEAPOLIS Central Supply Compan 
— PITTSBURGH.....Harris Pump & Supply Co., 316 Secor ‘ 
SAN FRANCISCO C 
pj ee a eee Agencies in all principal Cities 


Deming Rotary Force Pump 


Used by Creamerie-, and Fruit Juice 
and Chemical manufacturers, Oil Re- 
fineries, ete. 
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The Economic Need for the Gear Manufacturer 





Discussion of Certain Fundamental Questions Relating to the 
Possibilities for Greater Service on the Part of the Industry 


L. G. HEWINS* 


Sales Manager, The Van Dorn & Dutton Company 


One morning a few weeks ago, we received in the 
same mail two letters from machinery manufacturers 
that struck me as quite significant from our viewpoint as 
gear manufacturers. 

One of these letters came from a firm we shall call 
the Big Dividend Corporation—a substantial interest, 
rated a million, first grade credit. This company uses 
a lot of gears and is a very desirable customer. Their 
letter stated that they had been making their own gears, 
but had about decided that they would be better off to 
buy them. 

The other letter came from a firm we shall refer to as 
the Well-Meaning Company, whose rating was fifty to 














L. G. HEWINS 


eventy-five thousand, second grade credit 
that as then operating they were not properly financed. 
In spite of this, the Well-Meaning Company informed us 
they had 
decided to install equipment and make their own. 
how they figured they would be ahead of the game by 
assuming the initial expense of new equipment, plus the 


learning to operate it, they didn’t attempt to 


indicating 


that had been buying their gears, but about 


Just 


cost of 
explain. 
Now it seems to me that these letters suggest certain 
fundamental questions which confront all gear manu- 
facturers. What position does the gear manufacturer 
today in the broad field of industry? What 
manufacturing service is he rendering that war- 
rants a continuance of his business? 
Let us start with a brief analysis of our market which 
can properly be divided into three classes of gear users: 
First. the man who requires a few gears occasionally, 
either for replacement experimental work; 
those firms using somewhat larger quantities of years 


Oc? uDS 


yreat 


or second, 


Extracts from pape esented at An 








n Gear Manufacture Con- 


in connection with equipment they produce or operate; 
third, manufacturers who use large quantities of the 
same kinds of gears, day in and day out. 

Referring to the first class, we have all probably had 
experience with the fellow who comes into the office 
all out of breath, sometimes with a greasy gear in his 
hand, who wants us to stop everything else to set up 
machines for a few parts he urgently needs. We often 
do pitch in to help him out, but possibly if we knew and 
dared to charge what it actually cost us to put through 
these few gears special for him, we would have to take 
the remainder of his machine in part payment. 

Our friends, the automobile manufacturers, have been 
quick to realize this situation, and due to their vision 
of service, it is possible to get replacement gears prompt- 
ly and at much lower cost than if only a few parts were 
run through at one set-up. This is both a far-sighted 
and a fore-sighted policy that could be followed to ad- 
vantage by many other types of manufacturers, who 
use gears in their products. 

Passing over to the third class, we have the Henry 
Fords of industry, who are in position to control their 
production, so that they can install highly specialized 
equipment that we gear men would not be justified in 
doing, not knowing how long we might have the busi- 
These manufacturers possibly have a stabilized 
design, with practically no changes in production which 
would make it necessary to discard considerable expen- 
sive equipment. With these few we have, perhaps, lit- 
tle argument. 

But there is a 
We are all 
some of the 
unwieldly and top heavy. In these days of 
production the old slogan, “Built under 
doesn’t have the significance it once had. Even the Henry 
their not their 
ignition systems, etc. recognize 


ness. 


limit to the size of 
familiar with the 
big consolidations 


any one concern. 
unhappy 


that have 


experience of 


become. too 
specialized 
one roof,” 
often 
springs, frames, They 
the fact that the specialist can show them things thes 
havent known, and is a big: asset. 

Let now 
that large group of manufacturers making equipment re- 
some of whom are 


Fords don’t make own tires, and 


us consider the second class of gear users 
quiring gears in various quantities 
attempting to produce their own gears with varying suc- 
This group requires many different types of gears, 


which, in turn, are supplied by as many different classes 


Cess. 


of gear manufacturers. Most year manufacturers spe- 
cialize in one or two classes of work, but only a limited 
number have facilities covering a very wide range of 
gear production. In the final analysis, there are few of 


us whose business is actually competitive, because if the 
fitness of each manufacturer to produce a certain class 
of gears were observed, there should not be much rea- 
son for anyone to seriously encroach upon the business of 
another. 

have had 
while 


Some manufacturers in this second group 


their own year equipment from the beginning, 
others have possibly been encouraged to install gear cut- 


ting machinery, on account of what they considered 
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WATSON-STILLMAN 


HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 


FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 


Widener Bldg. CHICAGO, McCormick Bldg. 
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the world. 


leading jobbers. 


Tried and Proven 


Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 


The Cyclone is made in various 
models to suit every requirement 
and is carried in stock by all the 


Write for Cyclone Circular 


Michigan Lubricator Co. 
Detroit, Mich. 
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slow delivery, high price or some other form of 
service on the part of gear manufacturers. 

Although it can usually be shown that economically 
these manufacturers were not justified in the addition 
of a gear department, they have done it, and some of 
the responsibility can be laid at the gear manufacturer’s 
door. With a little more vision, we might have satisfied 
these customers, have saved them money, and incident- 
ally, increased our own business. 

All gear manufacturers have found an inclination on 
the part of some manufacturers to procrastinate about 
their gears until the rest of their equipment was prac- 
tically ready for the gear installation. They then come 
to us for assistance and want deliveries “day before yes- 
terday.”” This means rush delivery, picking up material 
anywhere we can get it promptly and with little oppor- 
tunity to get the best prices. The work had to be rushed 
through the plant at an increased production cost, and 
frequently, I regret to say, at some sacrifice in quality. 

Isn’t it our fault that this condition has been permitted 
to prevail so generally? It has afforded excellent op- 
portunity for our friends, the machine tool manufactur- 
ers, to step in and present some apparently convincing 
arguments why the manufacturer should install gear 
equipment. The first thing they do is figure theoretical 
costs on the basis of a year’s production. We will agree 
that these theoretical figures look very interesting on 
paper, and when a gear user thinks he hasn’t been get- 
ting the service to which he is entitled, he is inclined 
to lend an ear to these low gear cost figures that are 
scarcely ever based on actual production conditions that 
will exist in his plant. 

The fact is that in most of these cases the manufac- 
turer can produce better gears at lower prices from one 
of the reputable gear manufacturers. The humor of this 
situation is that some of the makers of gear cutting ma- 
chinery find it desirable to purchase gears for their ma- 
chines from the gear manufacturers. 

How does this “home made” gear matter actually work 
out? 

First, very often through lack of experience, the cus- 
tomer finds he can’t get the quality desired or as good 
as he had obtained from the gear manufacturer. 
manufacturers are gear specialists who should be in posi- 
tion to supply just what the manufacturer needs, and 
when he needs it. 


poor 


Gear 


Second, in hundreds of plants it is found that gear 
equipment is idle a large part of the time. Manufactur- 
ers won't stand for idle men around their plants; they 
discharge the men; but for some unaccountable reason 
they won't fire their idle machinery. Idle machines take 
up valuable floor space; they depreciate whether idle or 
busy; they require cleaning and attention; they must be 
insured; and in a dozen ways they help feed the wolf 
that stalks at every manufacturer’s door—overhead. 

Third, still other plants have only enough gear work 
to keep their machines busy, say, 50 per cent or 75 per 
cent of the time. In such cases, there is a tendency for 
men on these machines to slow down so that the work 


will last for the full year. It’s human nature that a 
man doesn’t want to work himself out of a job. 
Fourth, slow turnover on material and labor invest- 


ment. It may be that in order to have his gears available 
when needed and avoid tying up too large an investment 
in equipment, the manufacturer finds he has to run 
through part of his gears months before he needs them. 
As an illustration—we have a good customer in the East 


who builds machines requiring months to complete. This 
customer has gear equipment of his own, but within the 
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past three years we have demonstrated that we can save 
him money. Although he had a battery of gear cutters, 
in order to have all of the various items ready when 
needed, it has been necessary for him to start producing 
in January gears for equipment that would not be com- 
pletely assembled for shipment until September or Oec- 
tober—or even December. 

Fifth, from time to time manufacturers have occasion 
to step up their production schedules. If they are buy- 
ing their gears from a dependable source, they have much 
greater flexibility. Otherwise they might find it neces- 
sary to tie up additional gear equipment to take care of 
this peak load— only to stand idle after it has passed. The 
gear manufacturer with better plant facilities and serv- 
ing hundreds of customers can adjust himself to these 
peaks and valleys. He is a shock absorber both in times 
of over production and under production. Many manu- 
facturers appreciate that during periods of depression 
the gear manufacturer is holding the bag rather than 
themselves. 

Sixth, I wonder how many manufacturers who do in- 
stall gear equipment give any thought to the fact that 
their machines if used only part time will possibly be 
obsolete as to method and efficiency long before they 


are worn out. In other words, they may be using ma- 
chines that require more time for certain operations 
than the gear manufacturer who has more up-to-date 
equipment. 


When the concern equipped for making its own gears 
uses only a few gears during the year, one sometimes 
finds the superintendent of the plant, or perhaps a tool 
room toreman running the gear machines. A few years 
ago the argument might have been that Bill or Andy 
wouldn’t have been doing anything else anyway. This 
reasoning reminds us of the grocer with the large fam- 
ily who boasted that he could keep them for practically 
nothing because all the food was supplied from his own 
store where it didn’t cost him anything. 

But, most wide-awake manufacturers are no longer 
figuring costs in this way, and if any of them still are, 
isn’t it perhaps our fault? 

Seventh, some times a manufacturer needs ordinary 
gears and heat treated or hardened gears in the same 
machine. If he has no heat treating facilities, he is 
tempted to use ordinary gears throughout and thereby 
lower the quality of his product. 

The gear manufacturer has a flexibility and a full 
range of service that can’t ordinarily be duplicated in 
any isolated plant. 

Kighth, many manufacturers who have thought this 
matter through have come to the conclusion that they 
can use their capital more advantageously in exploiting 
their-own sales than by having it invested in expen- 
sive gear cutting equipment. They are willing to let the 
gear manufacturer—the gear specialist—wrestle with 
the many intricate problems incident to this business. 

We could carry this on indefinitely if we had the time 
but don’t these few points prompt the question: 

“Ts there any good reason for any manufacturer in 
the middle group going to the expense of installing gear 
equipment, when throughout the country he can find ex- 
perienced gear concerns, with ample facilities, who have 
devoted years of effort and study to the production of 
gears; who can with intelligent planning give him what 
he needs in the way of quality and service, at a cost be- 
low what he can produce his own gears for, and where he 
can consult with engineers who will gladly give him 
the benefit of all their valuable accumulated experience 
of years spent in the gear business?” 










































‘Tothe Rubber 
Jobbing Trade 


Republic prom- 
ises a quality of 
product uni- 
formly good, 
and capable of 
delivering ser- 
vice results 


that should 
reasonably be 
expected. 


LY 


The above is only one of the “planks” 
of the Republic Selling Platform which 
has caused such widespread appre- 
ciation throughout the mechanical 
rubber jobbing trade. 





If you have not seen a copy of this 
policy, write for one or, better yet, re- 
quest one of our representatives to 
explain the Republic proposition to 
you in full detail. 

We feel sure that you, like so many 
others, will easily see its many advan- 
tages from your own individual point 
of view. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
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The Western Tool & Mfg. Co. 


Springfield, Ohio 





Champion Expanding Mandrel 
A Necessity to Every Machinist 
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Expansion of set 1% to 61% in. any diameter 
Wonderful Saving—Exact, guaranteed 
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Our No. 10 Takes the sie of sixteen 
Solid Mandrels graduated by sixteenths. 


Another Great Seller—-Full Line 
Champion Emery Wheel Dresser 

















If you are looking for the best, try these. 
Positively nothing better made. 


We also make 


Toolholders—Vises—Shop Furniture 
New Catalog Free—Ask for one today. 


The Western Tool & Mfg. Co. 


SPRINGFIELD, OHIO 





















































Business Man’s Interest in Bankruptcy Cases 


Some Indication that Widespread Protest elgainst Inefliciency of 
eldministration Due to Crooked Rings Is Beginning to Bear Frit 


ELTON J. BUCKLEY 


A few weeks ago I wrote an article warning business 
men that the waste and excessive expense of the federal 
bankruptcy court had become outrageously high, and 
suggesting that in any bankruptcy cases with which they 
might be connected, they should either favor other 
methods of collecting their claims, or compromise to the 
limit in order to keep the case out of the bankruptcy 
court. 

Don’t think this a dry subject, uninteresting because 
not likely to touch you. It may touch you, either as 
creditor or debtor, at any minute, and even if it 
not, you ought to have a public interest in the fact that 
the method which the government has provided for aid- 
ing the bankrupt, and assuring his creditors of the great- 
est possible percentage of their claims, has fallen down 
completely. 

There is some indication that the widespread protest 
against the inefficiency and the actual dishonesties of the 
bankruptcy court is beginning to bear fruit. In Penn- 
sylvania the other day there was a meeting of Federal 
judges, attorneys and business men, and a statement was 
drawn up and sent to a committee of judges which is 
working in Washington to strengthen the bankruptcy 
act. A part of this statement reads as follows: 

“It is charged that bankruptcy rings exist in certain 
districts. These rings are said to exact exorbitant and 
unwarranted fees, to control estates secretly in the in- 
terest of the bankrupts themselves, to encourage and 
control unfair composition settlements, to file petitions 
on fictitious assigned claims and generally to defeat the 
underlying purposes of the federal bankruptey act.” 

Right on that point, let me recite a personal experience. 
Several months ago a large manufacturing clothier 
failed and the court appointed as receiver a client of 
mine, a business man without connection with the bank- 
ruptcy ring. He retained me as counsel, and we set to 
work to wind up the business in the quickest possible 
time, the interests of the creditors being considered. 
The receiver sold the business and all the other assets, 
and turned the estate over to the trustee in the form of 
a single fund. All this took but a few months. When 
the trustee, who was appointed and elected by the regu- 
lar bankruptcy ring, got the estate there was almost 
nothing to do except to collect a few accounts. At that 
point I dropped out of the case. 

Nearly two years later I was amazed to learn that the 
estate was still unsettled, no final dividend had been de- 
clared and practically nothing of value had been done 
after the receiver turned it over. The matter had been 
deliberately and fraudulently kept alive in order that 
dishonest attorneys and dishonest officials (I do not mean 
the referee in bankruptcy) might increase their fees, and 
so that the creditors would lose interest and stay away 
from the final meeting which would fix the fees. This is 
a good type of thousands of cases, except that in most 
of them the court would have appointed a_ receiver 
recommended by the bankruptcy ring of crooked lawyers 
in the beginning. 

Within the next few months I 
ment to bankruptcy law will be introduced in 
or new rules made by federal judges, forbidding any 
bankruptcy receiver from appointing as his attorney the 


does 


amend- 
congress, 


understand an 


attorney of the bankrupt. Also forbidding receivers 
from retaining as their attorney the attorney for the 
petitioning creditors. It is in these ways that bank- 
ruptcy cases have been and still are being sewed up by 
a lot of crooked lawyers. Only one remedy is necessary 
let the courts appoint somebody recommended and well 
known to themselves as a capable disinterested receiver. 
If honest appointments are made of the men who are 
to wind up bankrupt estates, the cases will practically 
all be finished in one-fourth the time it takes to finish 
them now, and the dividends to creditors will at a very 
conservative estimate be doubled. 

In New York City the bankruptcy center of the country, 
fourteen law firms of the typical bankruptcy type domin- 
ate the bankruptcy business. They literally put concerns 
out of business for the fees they get out of it. In one 
well-known case handled by these people the creditors 
got $210,000 and the $323,000. The New 
York Merchants’ Association have taken the matter up 
and are after a complete reform. They have told the 
Washington committee that in 1922 creditors of bank- 
rupt estates were paid $17,983,562 in New York City, 
but the fees in those estates were $7,356,915. The fact 
is that in all districts there are of crooked 
lawyers who follow bankruptcy cases as a regular busi- 
ness, delaying their settlement in every way they can 
in order to make more for themselves. As to reorganiz- 
ing a bankrupt that is the last thing these 
gentry want or will help. They don’t want bankrupt or 
embarrassed business revived; their interests lie in hav- 
ing them destroyed. 


fee-takers 


coteries 


business, 


Meanwhile, on account of this, business men, credit 
men and mercantile associations are increasingly busy 
adjusting business embarrassments in other ways. <A 
way that has worked out very well in many instances 
is to have the business taken over by a committee of 
creditors who operate it if there is any chance of extri- 
cating it, or if not, sell it at the least possible expense. 
This plan will always save money for the creditors. 
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Structural Steel Sales 

The Department of Commerce announced that sales of 
fabricated structural steel for May, based on figures re 
ceived from the principal fabricators, amounted to 59 per 
cent of capacity, with total bookings of 141,209 tons re- 
ported by companies with a capacity of 288,070 tons per 
month. Shipments of companies reporting this item rep- 
resented 71 per cent of capacity, the same as in April. 
3, were 139,571 


The bookings in May, 1923, tons. 


42> 


Detroit Lubricator Additions 

Detroit Lubricator Company, Detroit, 
completed extensions to its plant consisting of a two- 
story addition to its Building No. 31, and a new building 
to be known as Building No. 32.) The former measures 
124 feet by 89 feet 10 inches, giving an increased floor 
22.278 square feet; the latter is a six-story 
structure containing a total of 106,062 square feet. The 
yrand total of additional floor space which the company 
now occupies is 128,340 square feet 
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\ LEATHER BELTING 


Alexander Dreadnaut is a 
Waterproof Leather Belt 
that’s made for hard work. 
The laps and plies won’t 
let go under wet con- 
ditions and toughest pulls. 


ALEXANDER BRO’ L HERS 


14 South Street, Philadelphia 
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Double Automatic Feed Pump & Receiver 
*‘Good Pumps 

























VAUT BRATHERS MFG. LA. 
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GOOD GOOD PUMPS 
SINCE I89I- 


Reilly Advantages 


1—Certainty of action—no dead center. 
2—Widest practicable range of speed. 


3—Moving parts brought to rest by cushion of 
steam. 


4—Safe if pump “races” from broken suction line. 

5—Minimum of moving parts. 

6—Absolute interchangeability. 

7—Impossible to “short-stroke.” 

8—Uniform diseharge flow. 

9—Easy and noiseless action. 

10—Valve mechanism entirely enclosed 

11—Minimum “slip.” 

12—Perfect lubrication. 

13—Efficient in steam consumption—small ‘“‘clear- 
ance. 

14—Valve mechanism easily examined or removed 
without disconnecting any pipes. 

15—Maximum valve area, low liquid velocity. 

16—Minimum number of “packed” joints. 


17—Made in a thoroughly equipped modern plant by 
competent mechanics with the ideal of 


“The Best Simplex Pump Made” 
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More Progress Being Made in Simplification 


Manufacturers of Cast Iron Pipe, Tubular Boilers and lack 


So | REGAN 


Are <lmong the Recent Converts to Hloover Standardization Doctrine 


Further progress in the work of standardization of 
products has been made during the past month. This 
was noted in the decision of a group of cast iron pipe 
manufacturers at a conference in New York to carry out 
a program for the cast iron pipe industry. It was again 
noted in the decision of a group of manufacturers of 
tubular boilers to eliminate waste in their industry. A 
third instance was the decision of manufacturers of hack 
saw blades to work towards the reduction of the variety 
of sizes of hack saws. 

The conference on cast 
brought an agreement 


iron pipe held early in June 
that work should be started on 
a program of unification and development of specifica- 
tions for cast iron pipe, including materials, dimensions, 
pressure ratings; methods of manufacture in so far as 
they are necessary to secure satisfactory results in pre- 
paration of workable specifications; elimination of un- 
necessary sizes and varieties; consideration of a possibil- 
ity of developing a co-ordinated scheme of metallic pipe 
and fittings applicable to all common mediums; and meth- 
ods of making up joints in so far as they are determining 
as to the dimensional sizes of cast iron pipe. The stand- 
ardization program will include flanged pipe, flanged and 
bell mouth fittings and wall castings, pipe elbows, tees, 
return bends and other fittings not now standardized, 
cast iron pipe threaded for flanges or couplings and soil 
pipe and fittings. 

The preliminary meeting of manufacturers of return 
tubular boilers was held in Chicago and initial steps 
were taken toward working out a program for this in- 
dustry. Fifteen points were presented, including the fol- 
lowing: Standard method of determining horsepower rat- 
ings, standard setting heights, standard pressures, sizes 
as now made, sizes which should be eliminated, special 
70 horsepower boiler for oil field use, dimensions for 
each size of boiler made for each of standard pressures, 
manufacturing details, safety valves, stacks, grate areas, 
height of grate surface above floor line, two versus three 
course boilers, through rods and bracing and methods of 
suspension. 

After a following committee was _ in- 
structed to draw up a tentative list of recommendations to 
be submitted to the American Boiler Manufacturing As- 


discussion the 


sociation: James A. McKeown, John O’Brien Boiler 
Works Co., St. Louis; George W. Bach of Union Iron 
Works, Erie; Frank G. Brinig, Erie City Iron Works, 


Erie; S. H. Daniels, Walsh & Weidner Boiler Co., Chat- 
tanooga; W. A. Drake, Brownell Co., Dayton; Joseph J. 
Doyle, Ames Iron Works, Oswego, N. Y., and C. V. 
logg, Kellogg-Mackay Co., Chicago. 

The companies represented at the meeting in Chicago 
included: Erie City Iron Works, Union Iron Works, 
Frost Manufacturing Co., Galesburg, Ill.; Kellogg-Mac- 
kay Co.; Bass Foundry & Machine Co., Fort Wayne, Ind.; 
C.F, Watton & Son, Louisville; Walsh & Weidner Boiler 
Co.; Ames Iron Works; Brownell Co., Dayton; Freeman 
Manufacturing Co., Racine, Wis.; Gem City Boiler Co., 
Dayton; John O’Brien Boiler Works Co.; Mur- 
ray Iron Works Co., Burlington, Iowa. 

Companies which were not represented, but which have 
indicated their willingness to join in a simplification pro- 
gram included: Casey-Hedges Co., Chattanooga; Coates- 
ville Boiler Works Co., Philadelphia; E. Keeler Co., Wil- 


Kel- 


and the 


liamsport, Pa.; Lombard Iron Works & Supply Co., Au- 
gusta, Ga.; Milwaukee Boiler Manufacturing Co., Mil- 
waukee; J. Schofield’s Sons Co., Macon, Ga.; Titusville 
Iron Co., Titusville, Pa., and Tudor Boiler Manufactur- 
ing Co., Cincinnati. 

At the recent meeting of hack saw manufacturers, rep- 
resentatives of approximately 60 per cent of the pro- 
ducers were present, and took initial steps to reduce the 
variety of sizes of their commodities. It was shown that 
160 sets of specifications as to sizes are offered by 15 
manufacturers, and it appeared that 95 per cent of the de- 
mand came from 47 of these sizes. It was decided that the 
division of simplified practice and Albert FE. Culley of 
the Simonds Saw & Steel Co., Fitchburg, Mass... will 
make a careful survey of the entire production. All 
manufacturers of hack saws will be asked to submit fig- 
ures showing the quantities invoiced for 1923, classifying 
these figures according to length, thickness and num 
ber of teeth per inch for hand and power blades, the fig- 
ures to be presented later to the manufacturers. 

Among the hack saw manufacturers represented at the 
meeting were: Henry Disston & Sons, Ine., Philadel- 
phia; E. C. Atkins & Co., Indianapolis; Simonds Saw 
& Steel Co., Fitchburg; G. W. Griffin Co., Franklin, N. 
H.; Diamond Saw & Stamping Works, Buffalo; Millers 
Falls Co., Millers Falls, Mass.; Machine Co., 
Racine, Wis., and Henry G. Thompson & Son Co., New 
Haven, Conn. 


Peerless 
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RADIO HELPS LOCATE SALESMAN 
Portland, Oregon, Mill) Supply House Broadcasted) Important 


Vessage to One of Its Men on the Road 


From the northwest story of another field 
of usefulness for the radio, this time applicable to the 
mill supply industry. It appears that J. B. Stam, sales- 
man for the Clyde Equipment Company, Portland, Ore- 
gon, Was visiting the logging camps in Tillamook counts 
when his wife was taken critically ill at home, and fears 
were entertained that she would not live until her hus- 
band’s return from his trip. The company was informed 
about the seriousness of the situation, but all attempts 
to locate Mr. Stam by telephone were unavailing, and 
it was finally decided to appeal to a local radio station. 

Usual formalities at the station were waived and the 
appeal to locate Mr. Stam was sent out over KGW at 
12:30 p.m. Half an hour later, Stam boarded a train 
at Bellfort, and when he arrived at Rector, the timekeeper 
of the logging camp told him of the radio message. All 
along the line he received the same message, and a few 
hours later was at his wife’s bedside. Happily, it soon 
became apparent that Mrs. Stam would 

<4°P> 
Railway Specialties Help 

Official figures on May bookings of steel castings, based 
on reports from principal manufacturers, representing 
over two-thirds of the commercial castings capacity of 
the United States, amounted to 55,837 tons, as against 
65,670 tons in April. Of this tonnage, 28,034 tons were 
devoted to railway specialties. 


comes a 


recover, 


The total tonnage repre- 
sented 55.4 per cent of plant capacities, whereas in the 
case of railway specialties the tonnage represented 71.7 
per cent of capacities. 
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PAC... 


EDGEMONT Friction Clutch 


Rugged, made to “stand up”. 


Simply constructed and easily 
adjusted. 

Wearing parts are enclosed. 
friction 


Burn-proof lining on 


plates. 
Made with iron pulley or sleeve. 
Equally good _ for lineshaft. 


countershaft and machine tools. 


Say the word and we'll send a catalog. 


The Edgemont Machine Co. 
Dayton, Ohio 

















Swartwout 
Steam Specialties 


Constantly grow more profitable to Swartwout 
Agents through their growing demand. They are 
consistently advertised. Our salesmen cooperate. 


Our products are of highest standard. 


Prompt 


deliveries from our stock to yours. 


Hydromatic Steam Trap, 


Sediment Trap and 


Strainer, Cast Iron Exhaust Head, Steam, Oil and 
Air Separators, Air Traps, and the well known 
Swartwout All Service and Junior Feed Water 


Heaters. 


The SWARTWOUT COMPANY 
Cleveland, O. = 


General Offices, 18511 Euclid Ave. 


Cleveland Orrville 


* * * 


Swartwout Junior 
Feed Water 
Heater 


Preheats water to 212 
degrees, prevents lime 
and scale, saves water, 
saves 10 to 15% coal. 
For any boiler up to 
250 hip. Should be in 
every jobber’s stock 







































Fig. 133. Acute Heel Shelf 
Bucket, heavy duty, especi- 
ally adapted for Landling 
coal, stone, cement, ores, 
etc. May be attached to 
either chain or belt. 


Fig. 668. Extra heavy 
“Salem™ Elevator bucket, 
suitable for ores,coal, broken 
stone, and similar heavy 
substances 


102 Mill St. 
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GENUINE 


Elevator Buckets 


Since 1880, when Salem Buckets were awarded 
first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 


Write for Price List 3625 


MULLINS BODY CORPORATION 


Successors to W. J. CLARK CO. 
Salem, Ohio 


Our large stock of standard sizes and gauges and 
our ability to furnish buckets made up in accord- 
ance with your specifications, enables us to offer 
excellent service and prompt delivery. 











Fig.1124. Trough front, 
“Continuous Type’ Bucket, 
used for a variety of service 
conditions. Pours its load 
instead of throwing it. 


Fig. 132. Round Heel Shelf 
Bucket for handling damp 
materials which will notdis- 
charge readily from other 
styles of buckets. 
























































New Products 
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The Chisholm-Moore Mfg. Co., Cleveland, has placed 
on the market a new trolley, the feature of which is the 
ball bearing pressed steel wheels, the bearings being 
built in the wheel during its manufacture so that bear- 





ings and wheel form a complete unit. The side frame of 
the trolley is made of steel and has an oscillating feature. 
The wheel is three inches in diameter and has a 13/16 
inch tread. By shifting washers the trolley may be used 
for four to seven inch I-beams. The new trolley weighs 
17'2 pounds complete and handles loads up to one ton. 

The Kennedy Valve Mfg. Co., Elmira, N. Y., recently 
added to its products a line of standard brass fittings 
made from the company’s flat band malleable fittings 
patterns. The latter fittings in all sizes up to and includ- 
ing four-inch sizes were added within the past two years. 
The company also added recently a complete line of low 
pressure radiator angle valves from 's inch to two inches, 
inclusive. 

Braiding & Packing Works of America, Inc., 250 46th 
street, Brooklyn, advises that it has added to its list of 
products a line of low pressure spiral packings, which is 
being put out under jobbers’ private brands. 

The Witt Cornice Co., Cincinnati, has placed on the 
market a new corrugated roller can, designed for indus- 
trial use for collection of rubbish and moving of small 





parts. The feature of the new can is the attachment 
of malleable iron caster supports at the bottom. These 
supports are riveted, and in them are inserted four 
double roller stem-type casters. 


Reeves Pulley Company, Columbus, Ind., after two 
years of exhaustive and thorough tests, is now putting 
on the market a new motor pulley. This pulley is com- 
posed of two integral parts, the wooden pulley proper 
and the metal compressible cone centers. Steel thimbles 
are employed in the bore of the pulley which is said to 
vive perfect and rigid support for the reception of cone 
centers. These cone centers fit into the thimbles and onto 
the shart directly. The cone centers are grooved and 
four or more machine screws draw them firmly and 
securely together, clamping solidly to the shaft. The 





steel thimble is tapered and interlocks with the wood 
pulley. The cone centers also being tapered, the: full 
power of the machine screws hold these steel thimbles 
into their interlocked position in the pulley, just as se- 
curely and rigidly as the cone centers are clamped to 
the shaft. The new motor pulley, due to the compressible 
cone centers, clamps securely to the shaft, thus elimi- 
nating the use of set screws entirely and making a key 
unnecessary. However, all cone centers are keyseated so 
a key may be used if desired. The clamping of the pulley 
to the shaft is accomplished by metal parts only, there- 
fore, it is claimed, no shrinkage can take place. Another 
feature is the interchangeable bushing system, whereby 
any given size of pulley can be adapted to a wide range 
of shaft diameters by applying the proper cone centers 
rather than by the expensive reboring operation. This 
pulley can be readily mounted to a shaft in any position 
and may be as readily dismounted. A screwdriver is 
the only tool required. 

Heller Brothers Company, Newark, N. J.. has placed 
on the market a new shock absorber hammer, in which 
the principle of lessening the jar is applied by the use 
of a rubber cushion. The cushion is inserted between 








the handle and the head. It is claimed that exhaustive 
scientific tests were made to determine the amount of 
shock absorbed, the action of the hammer and the 
results of various degrees of force upon the rubber 
cushion. 

The Bunting Brass & Bronze Company, Toledo, Ohio, 
has just announced an assortment of cored and_ solid 
bars of phosphor bearing bronze made up especially for 
the mill supply and general machinery trade. The as- 
sortment consists of 5 bars, packaged in a strong wooden 
box with hinged lid, and includes the sizes most in de- 
mand for general repair shop use. The assortment 
includes one each of the following bars: 1 in. x 12 in. 
solid bar; 1'!4 in. outside diameter by '% in. inside 
diameter by 12 in. cored bar; 2 in. by 1 in. by 12 in. 
cored bar; 2'% in. by 1% in. by 12 in. cored bar; 3 in. by 
1's in. by 12 in. cored bar. These sizes are said to repre- 
sent 90 per cent of the sales of representative dealers 
to shop men and others using bronze metal in) main- 
tenance work. The assortment is designed to give the 
dealer a complete compact unit to sell, and the shop 
man a comprehensive stock of bearing metal in handy 
form. 

<+<or 
Steel Furniture Industry 

May shipments of steel furniture stock goods, based on 
report from 22 manufacturers in this industry, amounted 
to $1,505,367 as against $1,658,610 in April, and $1, 
506,072 in May of last year. 














































How Can 
WZ Jive 


WOOD 
SPLIT 
PULLEY 


RUST? 
CRYSTALLIZE >? 
SLIP ON THE SHAFT? 
SHEAR AT THE RIVET? 
CAUSE BELT SLIPPAGE 


Give anything but satisfactory service? 
IT CAN’T. 


ITS A WOOD 
PULLEY 





Write for Dealers’ 
Proposition 





REEVES PULLEY 
COMPANY 

















For Sixty Years 





the name Moncrieff has stood 
for the best in gauge glasses. 
They originated in Scotland, 
where they are still made under 
the formula of John Moncrieff, 
from Scotch sand and_ by 
Scotch workmen. 
MONCRIEFF Gauge Glasses 
stand pressures up to 400 lbs. 
They are safe to use and 
economical to buy. Stocked by 
the best supply houses every- 
where. 


H. A. ROGERS CO. 
87 Walker St., New York 


sole Agents for the United States 
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CADILLAC Portable Electric BLOWER 
Ball B 
Blowers are in use in practically 
. and its field is rapidly extending as 
new uses are dis stich and added from time to time. 
It is the.’ nd and most prac Geel device for keeping 
t and dit out of 1erators and switchboards, and 
prevents horts” and “burn yuts.” 
blowing dust and dirt out 
line shafting, stock bins, shelves and places 
ywers fire risks and reduces 
machiner 
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Thousands of Cadill ac 


every line « 









du m otor = 2 
of machinery, 
otherwise in- 
depreciation in 


B 1. OWER cannot injure 
ensation as with compressed 
attaches to any “Tight socket 





CLEMENTS. MFG. Co. 


Manufactu of the Cadillac Vacuum Cleaner 
603 3 Fulton Street, Chicago 


70 Duchess Street, Toronto 
149 Broadway, New York City 


Canadian Factory: 
Export Department: 
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Machine Moulded 
Gears 


All Kinds, Types and Sizes 


16,000 different fixtures to select 
from thus saving pattern cost 


We have the 
Giears of any 
compilation, 
hand ready 


Most complete selection of Cast 
manufacturer —Not a theoretical 
but patterns that are actually on 
for use. 

rblemis 


Our Catalog will aid in’ your 


Gear pre 
POOLE ENGINEERING & MACHINE CO. 


BALTIMORE, MD. 
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Trade Literature 
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Akron Barrow Company, Cleveland, has recently issued 
a new catalog, No. 105, covering its line of contractors’ 
and industrial barrows. It contains 32 pages of illustra- 
tions and descriptive material, printed in two colors, and 
replete with specifications and other valuable informa- 
tion for barrow buyers. The catalog also includes illus- 
trations and descriptions of the company’s line of heavy- 
duty concrete carts, collapsible salamanders and drag 
scrapers. In addition to the catalog, the company has 
also issued a series of folders suitable for direct mail 
purposes. 

The Swartwout Company, Cleveland, has issued two 
new catalogs, one under the caption of “The Gospel of 
Fresh Air,” describing the company’s rotary ventilators 
and showing various installations, and the other describ- 
ing the company’s line of power plant equipment. The 
former contains a brief but interesting history of ven- 
tilation; the latter contains general information about 
hydromatic steam traps, steam and oil separators, feed 
water heaters, air separators, traps and strainers and 
control valves. 

N. A. Strand & Company, Chicago, has issued a com- 
plete new catalog on flexible shafts and equipments in 
which are described many recent additions to the com- 
pany’s line and also several new attachments. Copies of 
this catalog will be sent to interested manufacturers 
and distributors upon request. 


W. A. Jones Foundry and Machine Company, Chicago, 
states that it has available for distribution a complete 
catalog on its spur gear speed reducers, and that it will 
send copies gratis to mill supply distributors who will 
send in a request for them on their business stationery. 
The catalog contains all necessary information relative to 
speed reducers and contains 141 illustrations. Tables of 
dimensions and list prices are included. 


Century Brass Works, Inc. Belleville, Ill., has issued 

new bulletin describing and illustrating its ice-cooled 
bubbling fountains for factories and industrial buildings. 
The company has also issued a new “stuffer” describing 
its gravity and pressure types of bubblers. 

Reeves-Bond Sales Company, Chicago, has recently 
issued a builetin calling attention to the company’s 
latest 52-page illustrated catalog describing the Reeves 
variable speed transmission. 

The Republic Rubber Co., Youngstown, Ohio, has 
issued a new catalog covering its line of rubber beltings. 
It contains 36 pages of descriptions and _ illustrations, 
rules for belt application, an article on the care of con- 
veyor belts, a revised belting list and a telegraph code. 
The company has also issued several new “stuffers” on 
its fire hose, belting and rubber rugs. 

The Pickering Governor Co., Portland, Conn., has is- 
sued a new catalog, No. 24, which is designed primarily 
for the distributors. The new catalog, which is attract- 
ively printed in two colors, is complete with illustrations 
and descriptions. Included in the listings is a new design 
of governor which combines the stop valve feature, and 
this new design is described in detail. On the last page 
is a list of suggestions for care and adjustment of gov- 
ernors. Any distributor who may desire a copy will 
receive one by writing to the company. 

The Ramsey Chain Co., Inc., Albany, N. Y., has issued 
a text book on power transmission. It is a six by nine inch 
book, containing 48 pages in two colors, well illustrated 
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and bound. It treats on comparisons between various 
methods of drives, leather and rubber belting, gearing, 
direct drives and silent chain. It covers various trans- 
mission problems in many industrial fields. Complete 
engineering information and data for laying out silent 
chain drives are included. A copy will be set free to any 
reader of MILL SUPPLIES who may be interested. 

The Hisey-Wolf Machine Co., Cincinnati, has issued 
a new bulletin, No. 1305-A, describing its new electric 
bench grinder. 

American Blower Company, Detroit, has recently is- 
sued bulletins describing some of its fans and_ utility 
blowers. All of the units illustrated and described in 
the bulletins are standard stock sizes and types. 


Midwest Air Filters, Inc.. New York, has issued a 
new data book on ‘Air filters for compressors and in- 
ternal combustion engines.” It includes a discussion of 
the principles of air filtration, a detailed description of 
the types of air filters made by the company, a classi- 
fication of air compressors, numerous tables and charts, 
and general information. 


Roller-Smith Company, New York, has recently issued 
a new bulletin, No. 400, describing its direct current 
switchboard instruments. 


The Bastian-Blessing Company, Chicago, announces 
that it has just placed on the market a new group of 
goose neck welding torches which contain several fea- 
tures. 

Lammert & Mann Co., Chicago, has issued a booklet 
describing its dry vacuum and pressure pumps. IIlustra- 
tions of several different types of pumps are included, 
as well as specifications for the pumps. 


The Diamond Rubber Company, Akron, Ohio, in a 
recent monthly letter to its sales organization, pointed 
out that an investigation made by one of the architect- 
ural magazines among 1,668 architects showed that $5,- 
560,347,000 is to be spent for buildings this year, which 
will mean $500,000,000 more than last year. The com- 
pany sees in this building activity great possibilities 
for an increased sale of mechanical rubber goods. The 
letter contains the following self-explanatory comment on 
window displays: “Young Hopeless, aged 7, was ob- 
served gazing thoughtfully at his deaf grandfather. On 
being questioned, he said, ‘I was thinking how awful 
it must be to be deaf, and have to wash your ears every 
day, without getting any good out of them.’ A parallel 
case would be washing display windows and then getting 
no good out of them. There are lots of interesting 
possibilities in the display window.” The paragraph 
then contains a notice of what the company offers for 
use in display windows. 


tor 


Referendum to Change Name 


The National Supply and Machinery Dealers’ Associa- 
tion under date of June 16 sent to its members ballots 
for use in voting on the question of changing the name 
of the organization to The National Supply and Machin- 
ery Distributors’ Association. The referendum is being 
taken as a result of the decision of the association mem- 
bers who were at the recent convention in Cleveland. 
Alvin M. Smith, secretary of the Southern Supply and 
Machinery Dealers’ Association, states that sixty days 
prior to the date of the next annual convention, the 
referendum to the membership of his association will 
be issued, and final action will be taken at the next 
convention, this course of procedure being required 
under the constitution and by-laws of the association. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 











factory. 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal 
leable iron galvanized and will not break, the valve bodies are of good quality brass 
and the entire fixtures are tested under hydraulic pressure before leaving ou: 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zerc 
weather and many thousands have been in use for years without requiring repairs 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 





































MR. JOBBER— 
BE PREPARED 


You are going to have requests 
for quotations on Sanitary Drink- 
ing Fountains, now that the 
weather is warming up. We are 

receiving daily requests for litera- 
“SR ture on the CENTURY 
LINE. 


Why not cash in on this 
proposition yourselves? 
You can not go wrong 
when you carry and speci- 
fy “CENTURY” ICE 
COOLED DRINKING 
FOUNTAINS. 


The I.C.F.300 being spe- 
cially designed for smal! 
factories and stores, 
should be in great de- 

mand, and can be rec- 
ommended by you to 
give entire satisfaction. 






—— iis Cost No More Than 


cree a the Ordinary Kind 
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Let us mail you our complete catalogue, 
including special jobbers discount proposition. 


CENTURY BRASS WORKS, Inc. 
BELLEVILLE, ILL. 




















We Manufacture 


Air Cocks, Ball Check Air Cocks, Com- 
pression Cocks, Cylinder Cocks, Gauge 
Cocks, Pneumatic Service Water 
Gauges, Radiator Air Valves, Register 
Gauge Cocks, Steam Cocks, Water 
Gauges. 


ZS. 


Air Cock No. 6 






Pneumatic 
Water Gauge 
No. 398 
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Cylinder Cock No. 108 


THE Roperts Brass Mee. Co. 
DETROIT MICHIGAN 














When writing to 








Advertisers please mention Mitt Supplies. 
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CAUSES OF BUSINESS F AILURES 
Bradstreet Lists Incompetence and Lack of Capital as the Out- 
standing Charges Against Individuals 

The Bradstreet Company recently published a record 
of the failures of 1923 and their causes. In it is included 
a very interesting analysis of the reasons why men fail. 
Here is the Bradstreet this important 
subject : 

“Many years ago Bradstreet’s Journal established the 


reasoning on 


statistical fact that business success or failure is largely 
personal; in other words, upon the individual himself 
depends that individual’s business success or failure. 
In 1918 the proportion of failure credited to causes which 
are classed as originating within the individual himself 
rose to its highest point, 86 per cent, while outside influ- 
ences were credited with causing 14 per cent. The 1919 
returns were almost identical with these, 85.9 per cent 
being credited to the individual and 14.1 to all other 
In 1920 the proportion due to personal causes 
fell to 83.1, but even this was higher than in any year 
prior to 1917. In 1921, however, the failing trader, com- 
paratively speaking, became a child of circumstances, 
many of them beyond his control. Thus, only 74.8 per 
cent of the 1921 failures were due to causes inherent 
in the individual, while 25.2 per cent were beyond his 
control. In 1922 the proportion chargeable to the indi- 
vidual was 76.8 per cent, while 23.2 per cent was attrib- 
uted to outside causes. In 1923 the personal element was 
charged with 80.8 per cent of all failures, while the non- 
personal causes dropped to 19.2 per cent. In other words, 


causes. 


1923 may be said to have indicated a return to the 
normal in this respect.” 
Bradstreet then groups the causes of failure as fol- 


lows: 1. Due to faults of those failing—incompetence; 


inexperience; lack of capital; unwise credits; specula- 


tion; neglect of business: personal extravagance; and 
fraudulent disposition of property. 2. Not due to faults 
of those failing—specific conditions, such as disaster, 


war and floods; failures of others who were apparently 
insolvent; and competition. 

Incompetence and lack of capital are the two leading 
for failure. From 1890 to 1912 lack of capital 
was the outstanding element, but in 1912 incompetence 
forged to the front, and then fell behind again in the 
two succeeding vears, again assuming the lead from 1915 
until 1923. In 1923, however, lack of capital again took 
the lead, claiming the highest percentage of failure lists 
1909, 


reasons 


since 
—<+or 
CLEVER ADVERTISING STUNTS 
A Birthday Announcement for a New Product, and a Dealer Help 
From Reprints of Advertisement 

During the past month two advertising stunts of more 
than ordinary interest in the mill supply field have been 
called to the attention of MILL SUPPLIES. One of these 
was carried out by The Oster Manufacturing Co., Cleve- 
land, and the other by The Charles Parker Co., Meriden, 
Conn. 

The Oster company has added to its line a new die 
stock. To tell the trade about it, the company used a 
clever birthday announcement card. It is note-paper size. 
On the first page is a picture of a stork carrying a baby 
bulldog. Inside is the following announcement: ‘“‘We 
take pleasure in announcing the arrival of a new addi- 
tion to the Oster Bulldog die stock family, Oster Bull- 
Pup, XI, Born June the Eighteenth, Nineteen Hundred 
and Twenty-Four, Size *g-14-34 or %-%4-1 Inch. Weight 
Ten Pounds.” In the lower left-hand corner of the page 
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is the following announcement: “At Home The Oster 
Manufacturing Co., 2057 61st Place, Cleveland, Ohio.” 
The Parker stunt is of a little different variety. In 
the May issue of MILL SUPPLIES the company ran a full- 
page advertisement of the Parker in Orange and 
black At the time the company ordered some 
reprints of this advertisement. When the reprints were 
received, H. E. Thayer, sales manager of the company, hit 
upon the idea of making more than. ordinary use of them. 
He had a quantity of the reprints pasted on cardboard 
with a tab attached, and then had two holes punched 
at the top of the card, with the result that the company 
has an unusually economical, but at the same time a 
splendid and attractive dealer help which may be either 
used as a counter display by bending back the tab, or a 


vise 


colors. 


wall sign by inserting a cord between the punched holes. 
Then Mr. Thayer made an equally effective use of the 
remainder of the reprints by having the company name 
and address printed on the reverse sides of the sheets, 
permitting the use of the reprints as stationery for use 
in writing to customers. 
<+2> 
PURCHASE ANOTHER BUILDING 
National Mili Supply Co., of Fort Wayne, Required More 
Space for Its Electrical Department 

The National Mill Supply Co., Fort Wayne, Ind., has 
purchased a building at 121 East Columbia street to 
house its electrical fixture stocks and for use in 
carrying its increased stocks ef mill and factory supplies. 
Improvements in the newly acquired building include 
the addition of new show and display rooms for electrical 
supplies and tools. 

The acquisition of this additional another 
step in the expansion of the company’s business. Organ- 
ized in 1905, The National Mill Supply Co. started busi- 
ness on a modest scale with but one salesman covering 
the territory in the vicinity of Fort Wayne. From this 
modest beginning the business grew until today it is 
divided into four sales departments, mill and = factory 
supplies, electrical supplies, plumbing and heating sup- 


The 


also 


space is 


plies and automobile accessories. 

At the head of the mill and factory supply department 
is Charles MeLisch; the electrical department is managed 
by Court Stahn; William Moeller heads the plumbing 
and heating supply end of the business; the automobile 
department is in charge of Richard Stone. 

With the expansion of the business, there came a 
corresponding increase in the sales organization, and 
today the company is represented by 18 salesmen, cover- 
ing the states of Indiana, Ohio, and Michigan. The main 
offices of the company will remain as heretofore at 207- 
213 East Columbia street, just up the street from the 
newly acquired building. 


<+2> 


Assurance on Soil Pipe Price 

The Hammond-Byrd Iron Company, Birmingham, Ala., 
under date of June 5, issued the following statement to 
the trade: “On account of the uncertainty in the minds 
of some of our jobbing friends concerning the trend 
of the soil pipe market, and in order to assure any of 
our customers who may have any feeling of uneasiness 
about the general business situation, or may feel a little 
uneasy about the soil pipe market, we beg to advise 
that on such carload orders as we receive, and on such 
carload shipments as we make, beginning today, we will, 
until further notice, see that all such are given the 
benefit of the lowest price we announce between now 
and July 31, 1924.” 
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PICKERING PRODUCTS 


Are Universally Recognized as the Standard for Re- 
liability, Durability and Contmued Efficiency. 


The Governor needs no introduction because of 
over 60 years’ marketing and Oil Pump—shown at 
right—is growing to equal prominence by the serv- 
ice it is giving as a dependable Steam Engine Cyl- 
inder lubricator. 


Those not handling these two items are losing 
sales and should write 





THE PICKERING GOVERNOR CO. 


CLASS A GOVERNOR PORTLAND, CONN. SINGLE FEED OIL PUMP 

















Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 




















S Sar ee RT, “HADCO” 
PARKER St Eee 
o s es UNIT STOCK BOX 
°, af 


Vr CABINETS 

ge Hadco Semi-Steel Stock Boxes 
} el onl with all wood shelving make an 
“a ” SS ; ideal filing cabinet for the factory, 
Feature HANDLE “STAYS PUT SE Schnee ceckuens. wd cone, 
anywhere you place { | wl erlie) we) garage or service station. Flexibil- 
it, due to set screw ox) | Beatin h bine | ity, simplicity, strength, durability 
and s pr in g in | Is ' and economy are some of its out- 

handle ot td | standing features. 


Send for catalogue and price list. 
HADDON BIN LABEL CO. 


THE CHAS. PARKER Co., Master Vise Makers Sunaieaareantaanied tot Wesley A. Fink, President 
Meriden. Conn., U.S. A. Haddon Heights, New Jersey 


























We have customers who have been buying from 
us for thirty-six years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


The McRae & Roberts Co. Detroit, Michigan 


Long Distance Phone—Cedar 74 














When writing to Advertisers please mention Mitt Svuppttes 
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PRESIDENT ACKLES’ STATEMENT 
Expresses Appreciation for Honor Conferred Upon Him and Asks 
Complete Cooperation From Members 

B. H. Ackles, of T. B. Rayl Co., Detroit, new president 
of the National Supply and Machinery Dealers’ Associa- 
tion has issued the following formal statement to the 
members of his association: 

“In entering upon my duties as your president, I 
wish to express my appreciation of the honor conferred 
upon me and to ask the hearty cooperation of every 
member of our association. Our organization will have 
many opportunities to render sevice during the period 
which we are now going through; in fact, there are 
vreater opportunities for cooperative action now than 
existed in the past. 

“Our Cleveland convention was by all odds the largest 
and the most interesting our association ever held, and 
many matters of vital importance were considered. | 
particularly ask that you carefully read the accounts of 
the conventions in the various trade papers and 
the various reports which you will receive from the 
secretary’s office. 

“T trust that vou will take up through our secretary's 
office all matters whereby our association can be of serv- 
ice to you, and your president will be pleased to receive 
such suggestions as may occur to vou regarding the work 
of the organization. Please bear in mind that there is 
much that can be accomplished if we work individually, 
and our association is the means of such action.” 


also 
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OLD LEATHER BELTING PATENT 
Ek. P. Alexander and His Two Brothers Registered Tight Line 


Belt Construction Method in 1875 

The June MILL SUPPLIES contained a 
item about a new method of leather belting construction 
which has been announced by a prominent belting manu- 
facturer. Since publication of this issue, Julian Alexan- 
der, treasurer and general manager of EF. P. Alexander 
& Son, Inc., Philadelphia, has written to MILL SUPPLIES 
as follows: 

“It may interest you to know that this method of 
belting construction was completely covered by a patent 
issued June 15, 1875, to my father, E. P. Alexander, and 
his two brothers. I shall be glad to send you a circular 
gotten out at that time describing the method if you 
should care to see it. It is a method of construction 
which we have used ever since in making wide belts 
and belting for certain drives. It would seem that the 
old adage. ‘There is nothing new under the sun,’ still 
holds true.” 

Subsequently a copy of the circular, containing a 
description of the Alexander patent has been received. 
Among other things the circular contains the following: 

“In making wide double belts by the improved method, 
we use the back centre pieces for one ply as usual; but 
for the other we cut the hides along the middle, turn 
the back edges outward, and the inward, 
joining the latter by a scarfed lap... 

er 


ARE PREPARING TO DISSOLVE 


Oklahoma Tool & Supply Company Business Is Now Operated 


issue of news 


side edyes 


” 


As the International Supply Company 

The Oklahoma Tool & Supply Company, Tulsa, Okla., 
recently decreased its capital stock to $5,000. In answer 
to an inquiry from MILL SUPPLIES about the change, 
S. E. Savage, treasurer of the company, states that last 
vear all assets of the Oklahoma Tool & Supply Com- 
pany were taken over by the International Supply Com- 
pany, which is a Delaware corporation with a capital of 





$5,000,000. Likewise the new company assumed all of 
the liabilities of the old company. Mr. Savage further 
explained: 

“The stock of the Oklahoma Tool & Supply Company 
was decreased to a nominal amount and the corporation 
will be carried along until we see fit to dissolve same. 
The name of the company was changed because we have 
established offices and stores in Wyoming, Colorado and 
Texas, and we felt that the name ‘Oklahoma,’ was 
somewhat local. The International Supply Company is 
owned entirely by the Oklahoma Iron Works, being a 
subsidiary of same just as the Oklahoma Tool & Supply 
Company was.” The officers of the International Supply 
Company are: President, J. W. Sloan; vice-president, 
E. A. Shaw; secretary and treasurer, S. E. Savage. 


ter 


LOS ANGELES COMPANY) 
Pacific Mill & Mine Supply Co., Inc... Has Leased Neu 
in Heart of the Industrial District 
The Pacific Mill & Mine Supply Co., Inc., Los Angeles, 
has leased a new building at 1122-24 Santa 
and will soon be completely installed. The company was 
formerly located at 310 East Third street. Duane M. Fol- 
som, manager of the company, has furnished MILL Sup- 
PLIES with the following particulars about the change: 
“On May 14th we had a former 
location, which necessitated our finding location 
for our business immediately, and as Third street, al- 
though it is considered the rubber row ot 
has become very congested and is under restricted park- 
ing laws, we After careful 
observation of Santa Fe avenue, we decided to pioneer 
this district which unquestionably is destined to be the 
rubber row of Los Angeles. It is 
practically in the heart of the industrial distriet, and 
great deal of time and expense in) making 
deliveries. We have about 6000 square feet of floor space 
in our new building, all on one floor, and when we have 


WOES 


Building 


Ke avenue 


serious fire at our 
a Hew 


Los Angeles, 


decided to look elsewhere. 


machinery and 


Saves us a 


everything arranged we will have one of the largest and 
most complete mill supply stores in this city.” 

In the announcements which the company sent to its 
trade, attention is particularly called to the fact there 
is “plenty of parking space” at the and 
also that the company’s telephone number remains the 
former address. 


new address, 


same as at the 
—<+or 
OUR NEIGHBORS BIG BUYERS 
Canada and Mexico Rank First and Fifth, Respectively, as Pur- 
chasers of American Machinery 

Canada and Mexico as machinery markets have been 
compared in a recent analysis made by Ronald H. Allen, 
acting chief of the industrial machinery division of the 
Department of Commerce, who shows that Canada has 
assumed first place among the countries of the world as 
a market for American machinery, a position which in 
1921 was held by Mexico. Mexico has dropped to fifth 
place. 

Last year Canada purchased from this country more 


than $27,000,000 worth of machinery, while Mexico 
bought $8,000,000 worth. The machinery exports. to 


Canada nearly equaled those to all European countries 
combined. Mexico imported nearly as much American 
machinery as Cuba. 

Mexico absorbed over $300,000 worth of mining ma- 
chinery more than Canada, although the exports of this 
class of machinery to the former country declined from 
those of the preceding year, while Canada’s purchases 
increased. Both countries purchased more construction 
and conveying machinery than the year before. 
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LL Ford Triblocs are distin- 
guished by the Green Loop 
Guide. All Ford advertising to 


your customers suggests: “Look 


for the Green Loop Guide.” 


You will find the Green Loop 
Guide a great selling help. To 
your customers, it means a good 
chain hoist; well-built and highly 
efficient, —a familiar face that 
needs no introduction. To you, it 
means more and easier sales. 


Cash in on “the hoist with the 
Green Loop Guide.” If you don’t 
handle it now, write today for Cat- 
alog 6-B and prices. 


Made in capacities from ': to 20 tons. 


FORD CHAIN BLOCK CO. 


2nd and Diamond Sts., Philadelphia, Pa. 


Overseas Representative: Allied Machinery Co. of 
America, 90 Wall St., New York, N. Y. 
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Steel Shelving 


Modern steel construction 


Strength — combines strength with light 
weight. 


Durability ___Fire-resistive—oil, water 


and wear proof. 







" — Installed or rearranged 
Simplicity —easily and quickly, with 
ordinary tools. 


Adaptability—* rranged to store any 


commodity. 


10% to 30% greater 
storage capacity. 
Moved or altered 
without depreciation. 
Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 
THE GENERAL FIREPROOFING CO. 


Youngstown, O. Dealers Everywhere 







Economical — 

























When writing 


to Advertisers please mention Mitt Supp igs. 
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CONDITIONS ARE FAVORABLE 


Eastern Supply Association at Summer Meeting Hears Encourag- 
ing Reports on the Country’s Building Program 

The Eastern Supply Association held its summer meet- 
ing at the Hotel Astor, New York City, on Wednesday, 
June 11. President F. W. Hubbard presided and in his 
presidential address told the members that conditions 
warrant a better feeling than now exists in the trade. The 
country is assured of a big building program, said Mr. 
Hubbard. He pointed to the fact that although there 
was a drop in May in building as compared with April, 
the May figures show that there was a fourteen per cent 
gain as compared with May of last year, and the figures 
for the first five months of this year show a gain of al- 
most a quarter over those of 1923, which was a banner 
Vear. 

Claude W. Owen of Washington, D. C., national coun- 
selor of the association to the Chamber of Commerce of 
the United States, stated that the unseasonable weather, 
the unsettled conditions in congress and the anxiety of 
the tax, bonus and other legislation, were 
the chief causes for the uncertainty that prevailed, but 
that these had now been removed. For this reason Mr. 
Owen expects business to pick up again in the near 
future. He said that the European situation is improv- 
ing since the Dawes committee made its report. He 
also explained the action taken by the chamber of com- 
merce on various bills, including the disapproval 
of proposed amendments to the Transportation 
Act of 1920. 

1. R. Colwell of the division of simplified prac- 
tice of the Department of Commerce, explained 
in an illustrated lecture the work that is being 
that division. Benjamin Cadbury, of 
Haines, Jones & Cadbury, also told of the work 
that has been done in the simplification of brass 
and asked that the members of the 
it might 


business over 


done by 


traps, associa- 
tion endorse this work so that 
the necessary trade ratification. 

Andrew J. Thomas, New York, the designer of 
the Metropolitan Life Insurance apartments on 
Long Island, gave an interesting illustrated talk 
on “Industrial Housing,” showing how it is pos- 
sible to design apartments to give a maximum of 
light and air and also provide a garden spot, with 
a low cost of erection. 

C. D. Walsh, assistant purchasing agent of the 
Pennsylvania railroad lines, was the last speaker 
on the program, his subject being “Purchasing.” 
Following his talk, the members held an informal 
followed by a luncheon. The follow- 
members were admitted to the 
Manchester, N. H.; 
Chicago; Magnolia Metal 
Germain Brothers Co., Saginaw, 
Huntington Supply Water- 
N. Y.; Lehigh Valley Allen- 
town, Pa., and J. L. Purcell, Inc., Conn. 


secure 
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discussion, 
ing new associa- 
Manchester Supply Co., 
Cribben & Sexton Co., 
Co., New York; 
Mich. : 
town, 


tion: 





Corporation, 
Supply Co., 
Hartford, 
<+<.> 

Newark Company Buys 
Banister & Pollard Co., 206 Market street, 
Newark, N. J., distributor of mill supplies, met- 
als and tools, has purchased property at 26 Pros- 
pect street in order to secure additional storage 
and garage space. The property includes a four- 
story building, 50 by 90 feet, two floors of which 

the company is using for warehouse purposes. 
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SOME BUSINESS STATISTICS 


Dividend Payments Increased in June as Compared With Those 
of the Corresponding Period Last Year 

The Department of Commerce announces the follow- 
ing figures covering industrial and 
movements in May: 

A total of $305,740,000, representing an increase of 
about 4 per cent over a year ago, will be paid to investors 
during the month of June in the form of dividends and 
interest. Dividend payments will amount to $64,840,000, 
an increase of 8 per cent over June of last year. Sav- 
ings deposits on May 1, were about 8 per cent higher 
than a year ago. Interest rates on the New York mar- 
ket declined during May, the average for call money be- 
ing 3.63 per cent as compared with 4.44 per cent in April 
and 4.80 per cent in May of last year, while rates on com- 
mercial paper at 4.23 per cent may be compared with 
4.63 per cent in the previous month and 5.13 per cent 
last vear. 

Capital stock of May incorporations aggregated $519,- 
528,857,000 in the previous month 
and $817,230,000 a year ago. New capital issues of cor- 
porations amounted to $625,919,000 as compared with 
$265, 954,000 in the preceding month and $348,220,000 in 
May of last year. The gross debt of the federal govern- 
ment made a further decline during May, amounting to 
$21,545,000,000 on June 1. 
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“To Get the Right Start—Equip 


Get the 


»>MEDARP 
Wood Split 
PULLEY 


from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

© Wire them—phone them 


they ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medarts.” 

{ M UPP] 1LER—H 


Get the “MEDART"” woop SPLIT rt L LEY from stock! 
THE MEDART COMPANY 


General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
Offices 
PHILADELPHIA NEW YORK PITTSBURGH 
Sha ( ‘ Hang Bea Bearing Suppor 
i ‘ 1 i . Rim P Gearing, S 
t rT Rope Drives, Belt. Tighter 


CHICAGO 

















“Hill Clutch” 
Mill Equipment 


Years of Service at Full Efficiency 
—Not First Cost—Is Proof of the 


Merit of ‘‘Cleveland Type” Collar 
Oiling Bearings 


Forced oil circulation 
maintains an oil film under 
the revolving load and car 
the shaft from 
metal contact with the bear 
ing. This anti-friction action 


ries free 


is automatic and requires 
oil renewal only at long in- 


tervals 


These bearings are made 
in all sizes from | 7, 16 in. 
to 12 in. in diameter, and 
for any Ball and Socket or 
Either 
kind has positive four-way 
adjustment, a 


Rigi d mountings. 


Four point 
and Socket 
“Cleveland Type” Collar Oil- 


Ball 


with 


adjustable 
Pedestal feature of 
great value and only found 
in the Type” 
Collar Oiling Bearing. 


ing Bearing (Patented) 


“Cleveland 


THE HILL CLUTCH MACHINE & 
FOUNDRY CO. 


and Works 
Ohio 


General Office New York Office 


Cleveland, 50 Church st. 





We make a specialty of small iron motor pul- 
leys and our stock of over 100,000 castings 
enables us to make shipments on very short 


notice of almost 
diameter. 


any size up to 12-inch 


We also carry a complete stock of finished 
motor rails up to 32” centers, and flexible mo- 
tor couplings up to 2” bore for 24-hour ship- 
ment. Ask for Catalog No. 20. 


Birk.‘ 





456 North 


Telephones 
Union Ave. 


Monroe 7053 


Chicago Monroe 7054 














“Mi & W”’ 





Power—Speed—Endurance 


200,000 in Operation 


Complete Information on Request 


MADE ONLY BY 


The Moore & White Co. 


Established 1886 


2711 N. 15th St., Philadelphia, Pa., U.S. A. 

















When writing to Advertisers please mention Mitt Svuppties. 
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RESOLUTION TO MANUFACTURERS 
dmerican Supply and Machinery Manufacturers Receive Notifi- 
cation of Action of Southern Dealers 
F. D. Mitchell, secretary-treasurer of the American 
Supply and Machinery Manufacturers’ Association, has 
forwarded to members of that organization, on request 
of Alvin M. Smith, secretary-treasurer of the Southern 
Supply and Machinery Dealers’ Association, the follow- 
ing resolution passed by the latter association at its 

recent convention: 

“That in view of the chaotic conditions existing in the 
manufacturers’ end of our industry concerning lack of 
standardization of list prices, and, in a great many cases, 
ot the products of the manufacturers, this association 
requests the members of your association to consider 
these phases of their industry at the earliest possible 
moment, looking toward the end of complete standardiza- 
tion of their product and of the list prices applying to 
same; and that the manufacturers be also requested to 
supply the distributors of mill supplies, machinery and 
mill specialties with standard loose-leaf price sheets, un- 
punched, for use in our salesmen’s loose-leaf price books, 
using standard size of 7°; by 10%, inches.” 

Mr. Mitchell in his letter concludes with the following 
paragraph: “We feel that our members realize 
the desirability of standardization along the lines sug- 
gested in the above resolution, and will be glad to adopt 
them. 


sure 


+> 
New Porter Display Stand 
Everett, Mass., has ready for dis- 
tribution a new display stand 
which is designed to hold four 


H. kK. Porter, Ine., 





popular models of the com- 
pany’s bolt clippers. This 
stand measures 16!5 by 22 


inches, is lithographed in vel- 
low, red and black on heavy 
sheet steel and be used 
by the company’s distributors 
either as a counter or wall 
display sign. In announcing 
the new stands, the company 
that it is recognizing 

the merchandising axiom that 
half sold.” The Porter stand is 


can 


states 





shown are 


well 
the latest addition to the many selling helps which have 
recently been devised for the mill supply field. 


“goods 


+3 
To Support Fair Price Bill 

The American Fair Trade League, which is leading a 
fight to standard price legislation, announces 
that the Honorable Mae E. Nolan of California, the 
only woman representative in Congress, has announced 
her championship of the standard price cause. Mrs. 
Nolan in a statement of her position on the proposed 
legislation to restore to producers of branded, quality 
goods the right to establish standard retail prices on 
their products, declared that she believes that such a 
system helps and protects the consumer. She believes 
that definite prices and definite qualities are inseparable, 
and that unsettled prices bring deterioration of quality. 
Four bills providing for the establishment of standard 
prices on trade-marked goods were introduced at the 
last session of Congress, and the fight to secure passage 
of one of them will varried into the next 
More than 800 trade organizations are now on record 

in formal resolutions of approval. 


secure 


be session. 
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EIGHT FEET IN DIAMETER 


Atkins Company Recently Completed the Two Largest Circular 
Saws It Has Ever Manufactured 

E. C. Atkins & Co., Indianapolis, manufacturers of 
saws, saw tools and machine knives, have just completed 
two of the largest inserted tooth saws with McLean pat- 
tern teeth that have ever been manufactured. These 
huge circular saws were made for a lumber company in 
the State of Oregon, where the timber is very large, and 
it is therefore necessary to use great circular saws to 
cut it into marketable sizes. 

They were manufactured from steel of Atkins special 
formula, which is known to the trade as “Silver Steel.” 
They measure over 96 inches in diameter, and each saw 


ebtbaty, é 
gue! ‘ty, 











120 
vives 


is .288-inch thick or There are teeth in 
each; these teeth which them 
great cutting power in the long fibered timber found in 
Oregon. The center hole in each saw is 2 inches in diam- 
eter for the mandrel which revolves it. There are also 
two pin holes 7x, inch in diameter 7-inch 
which are used for the purpose of bolting the saw to a 
collar. 

The picture illustrates the saws, which were forwarded 
to the lumber company. Some idea can be gained of their 
size by comparing their height to the height of an aver- 


4 gauge. 


are lance shape, 


on a circle, 


age man. Their circumference is approximately #302 
inches and area of the circle is 7238.2 inches. They 
run at a speed of 425 revolutions per minute, which 


means that they travel at a rate of 121 miles per hour 
on the rim where the teeth are inserted. 


+> 
Equipping New Mark Plant 

The new plant being equipped at Seventy-fourth and 
Robey streets, Chicago, by Clayton Mark and associates, 
will be operated by Clayton Mark & Co., a new corpora- 
tion, which will manufacture wrought iron pipe up to 
three-inch sizes in both black and galvanized. Mr. Mark, 
formerly head of the Steel & Tube Company of America, 
is widely known in iron and steel circles. He has been 
gradually gathering together his organization for this 
new venture. As sales manager, he has appointed FE. L. 
Wyman, formerly with the Mark Manufacturing Co. 











PRILL QUPPLIES 


Are You Cashing-In On It? 











Within the last few years plant owners and engineers operation and costs. Every salesman should know this 
have given a great deal of thought to Group Drives book—just as every plant owner should know it. 

vs. Individual Drives. This subject is naturally of ; 

greatest importance to the salesman of leather belting. Thousands of these booklets are now being sent out 
by mail and personal contact to plant owners through- 
out the country—many of them your customers. The 
Chas. A. Schieren Company alone has already broad- 
cast over fifteen thousand of these booklets to plant 
operatives. 


Heretofore very little authoritative, comparative data 
have been available. But Drake’s book, shown here, 
now gives the actual facts in clear, interesting, con- 
cise form. His book is all the more valuable because 
it has been compiled by Mr. Drake from actual experi- 
ence and is written in a way that will materially assist You, as a salesman, can now cash in on this data 
plant owners in solving this important problem. Mr. whenever the question comes up. Study your copy of 
Drake is not allied either one side or the other. He has_ the book. If your company has not furnished you one 
no irons in the fire—no axe to grind. He is interested —write for it. It is a sales lever no ambitious sales- 
only in the most efficient production methods and their man will neglect. 


The Chas. A. Sehieren Company has also been publishing an interesting series of “Quality Facts about 
Belting” pointing out for belt buyers and users the various factors that make for quality in belting. 
This series. together with the above booklet on group vs. individual drives. will prove a veritable mine 
of facts to use in increasing your sales of belting. We will be glad to send a copy of both these book- 
lets to all mill supply salesmen who are interested. 
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TRADE MARK 





Tanners 
Belt Manufacturers 





Tanneries : Bristol, Tenn. 


Main Office and Factory : 
42 Ferry Street, New York, U. S. A. 
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N. A. Gladding, of E. C. Atkins & Co., Indianapolis, sailed 
for Europe on June 10 and will be away about two months. 

Morgan P. Ellis, assistant general sales manager of the 
Economy Fuse & Mfg. Co., Chicago, has been appointed gen 
eral sales manager of the company. 

B. W. Wilcox, vice-president of the Vermont Tap & Die 
Conger ition, Newport, Vt., was a recent visitor in Chicago 
during a business trip through the middle west. 

Dixon C. Williams, president of the Chicago Nipple Manu- 
facturing Co., presided at the annual dinner and meeting 
of the Southern Society of Chicago in that city recently. 

A. S. Townsend of the Cleveland Twist Drill Co. has been 
elected secretary of the Cleveland chapter of the American 
Society for Steel Treating, which held its annual meeting 
on June 6. 

J. W. Judge, formerly Pacific Coast representative of 
the Lake Erie Bolt & Nut Co., Cleveland, has become asso- 
ciated with Alfred W. Dow in the firm of Judge & Dow, 
manufacturers’ agents. 

H. B. Kraut, for several years machinery export manager 
for Joseph T. Ryerson & Son, Inc., Chicago, has been elected 
vice-president and general manager of the Giddings & Lewis 
Machine Tool Co., Fond du Lac, Wis. 

Arthur H. Hall, formerly district sales manager in New 
York for the Hendey Machine Co., Torrington, Conn., has 
been appointed sales manager of the company. He has been 
connected with the Hendey organization for 28 years. 

Frederick H. Payne, president of the Greenfield Tap & 
Die Corporation, Greenfield, Mass., will hereafter devote his 
entire attention to the interests of that company. He recently 
resigned as partner in the banking firm of Tucker, Anthony 
& Co., New York. 

Howard W. Oster, Jr., of the Oster Mfg. Co., Cleveland, 
has recently transferred his personal attention from the New 
England and Southern states, and will devote his time to 
New York, Pennsylvania and New Jersey with headquarters 
in Philadelphia. 

L. E. Smith has resigned as sales manager of The Billings 
& Spencer Company, Hartford, Conn., the resignation being 
effective June 1. W. S. Swain, who has been with the com- 
pany for the past 15 years, has been appointed sales manager 
to succeed Mr. Smith. 

Arthur G. Hopcraft, purchasing agent of the Ferro Ma 
chine & Foundry Co.,°Cleveland, who was elected president 
of the National Association of Purchasing Agents at their 
recent annual convention, was connected about 15 years 
ago with the W. Bingham Co., Cleveland. 

G. L. Carleton, manager of the Appleton Car Mover Co., 
Appleton, Wis., was a Chicago visitor early in June. Mr. 
Carleton said that he had covered considerable territory 
in the two weeks following the Cleveland mill supply conven 
tions, having visited several eastern cities before his return 
to Appleton. 

Fred Mitchell, secretary-treasurer of the American Supply 
and Machinery Manufacturers’ Association, was a visitor in 
Chicago on June 10. He was en route to California to 
attend a convention of the hardware manufacturers’ asso- 
ciation. While in Chicago he was entertained by H. E. 
Dickerman, of the Chisholm-Moore Mfg. Co., Cleveland, who 
happened to be at that company’s Chicago office at that 
time. 

John W. Price has retired as vice-president of the Belknap 
Hardware & Mfg. Co., Louisville, after 43 years of service 
with the company. He will continue as a director. He ha 


been succeeded by Frank Cassell, formerly assistant secre 
tary. Wiley B. Bryan has been elected treasurer of the com 


pany, and I). E. Cross secretary, to succeed J. H. Scales and 
Charles W. Allen, respectively, both of whom have been 
elected vice-presidents. T. E. Hereford has been added to 
the board of directors. He will be sales director for Vir 


ginia, North Carolina, South Carolina, Georgia and Florida. 

A. G. Oakley has retired from the firm of Hilton-Pike 
Oakley, Seattle, iron and steel commission merchants, and 
has become northwest district sales manager for the Youngs 
town Sheet & Tube Co., Youngstown, Ohio, with headquar 
ters in Room 250, Central Building, Seattle. He succeeds 
the late George F. Thompson, who died May 14. Mr. Oakley 
is well known in iron and steel circles in the northwest. 
After being connected with the Cambria Steel Co. at Phila 
delphia for 14 years he moved to Seattle, where he has 
made his home since 1914. In 1917 he became a partner in 
the Hilton-Pike-Oakley company. 

G. K. Simonds, Simonds Saw & Steel Co. 
John Trix, American Injector Co., Detroit, and H. C. Atkins, 
kK. C. Atkins & Co., Indianapolis, are among the vice 
presidents of the National Association of Manufacturers who 
were elected at the recent annual convention of that organ- 
ization in New York. William H. Barr, president of the 
Lumen Bearing Co., Buffalo, is one of the new directors-at- 
large of the association. Messrs. Atkins and Barr, Frank 
Disston, of Henry Disston & Sons, Inc., Philadelphia, and 
Henry I). Sharpe, of Brown & Sharpe Mfg. Co., Providence, 
were members of the committee which drew up a platform 
of American industry. 


, Fitchburg, Mass., 





Factory Additions 
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Crown Laundry Co., Indianapolis, will build an addition to 
its plant at an estimated cost of $80,000, 

The Ord Tee Co., Oxnard, Calif., will build an addition to 
its plant at an estimated cost of $100,000. 

The City Council, Huntsville, Ala., plans extensions in its 
municipal waterworks at an estimated cost of $100,000. 

American Sanitary Mfg. Co., Abingdon, Ill., has started 
building an addition at an estimated cost of $75,000. 

The Rhinelander Paper Co., Rhinelander, Wis., plans to 
build a mill addition at an estimated cost of $50,000, 

The Hupp Motor Car Corporation, Detroit, is building two 
more factory additions at an estimated cost of $125,000. 

The City of Canton, Ohio, will build an addition to its 
sewage disposal plant at an estimated cost of $600,000, 

The Savannah Blow Pipe Co., Savannah, Ga., plans to 
build a factory addition at an estimated cost of $30,000. 

The Moore Push Pin Co., 133 Berkeley street, Philadelphia, 
will build a factory addition at an estimated cost of $40,000, 

The Gulf Refining Co., Port Arthur, Texas, plans to build 
extensions in its refinery at an estimated cost of $2,000,000, 

Wheaton College, Norton, Mass., a: college for women, will 
soon build a new power house at an estimated cost of $80,000. 

The Oilgear Co., 398 Thirty-eighth street, Milwaukee, is 
building a new machine shop at an estimated cost of 
$65,000. 

The Ideal Laundry Co., 
plans to build a’ power 
$50,000, 

The ID. O. James Co., 1120 West Monroe street, Chicago, 
manufacturer of speed reducers and cut gears, has recently 
built a three-story addition to its factory. The company 


Toledo, Ohio, 
estimated cost of 


1936 Canton avenue, 
house at an 
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them out. 


20 Years on the market without a Complaint 


your belts. 





Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
Nothing injurious to crack or dry 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














our strong guarantee. 
GP placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., 





Sell the New Badger’Car Mover Under Our ¢ 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
We warrant all malleable parts for six months—re- 











Libera] 
uarantee 














APPLETON, 
WISCONSIN 


























GROUND SHAFTS 


‘OF EXTREME PRECISION 
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TURNED 
and POLISHED 
SHAFTS 


All of Rolled, Forged, Heat- 
Treated and Alloy Steels 











We recommend our 


POTOMAC BRAND STEEL 


for line shafting, lead screws, counter 
shafts, piston rods, arbors and all similar 
equipment. 

Tensile strength about 80,000 Ibs.; elastic 
limit about 42,000 lbs., depending on diameter. 


Slightly higher in price, but economical because 
of saving in assembly cost and long service. 


We can also furnish Alloy Steel Shafts up to 
180,000 lbs. tensile strength. 
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CUMBERLAND STEEL CO., Cumberland, Ma. 




















STRETCH 


The first man to discover that leather must be 
stretched before it is made into belts was J. B. 
Hoyt, who laid the foundation for the Edward 
R. Ladew Company in 1835. 


This practice of the founder is most carefully 
carried out in the Ladew Leather Belting you 
buy today. It makes Ladew belts pull their 
loads with minimum stretch and slip. Run 
straight and true, with a snug, uniform grip. 


Frequent shut-downs to “take-up” are not 
necessary with Ladew belts. They run steadily, 
despite hard work on difficult drives. They last 
long—for in them is the sturdy strength of the 
finest, toughest leather. In Ladew belts you 
find economical, trouble-free power transmission. 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 
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Branches 
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STREET Boston, Mass. 
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cIry Philadetphia, Pa. 


Pittsburgh, Pa, 
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has already started manufacturing operations in this new 
factory space. 
The Atlantic City Railroad Co., Atlantic City, plans to 


build automatic power substations at an estimated cost of 
S80,000. 
The Carpenter Steel Co., Exeter street, Reading, Pa., 


plans to build a one-story addition at an estimated cost of 
$200,000. 

French & Hecht, Davenport, Iowa, manufacturers of metal 
vheels, will build a factory addition at an estimated cost 
of $50,000. 

The Ford Motor Co., Detroit, will build a one-story wood- 
vorking plant at Iron Mountain, Mich., at an estimated cost 
of $85,000. 

The town of Westminster, S. C., plans to build additions 
to its waterworks and sewage plants at an estimated cost 
f $150,000. 

The Ford Motor Co., Detroit, is building a one-story addi- 
tion to its forge works at Hamilton, Ohio, at an estimated 
cost of S90,000. 

The Prime Mfg. Co., Clinton street, 
building a four-story brass foundry addition 
cost of $60,000. 

Rensselaer Polytechnic Institute, Troy, N. Y., will build 
an additional mechanical engineering building at an estimated 
cost of $300,000. 

The Scohy Sheet Glass Co., Sistersville, W. Va., plans to 
build additions and to make plant alterations at an estimated 
cost of $100,000. 

The Columbus Railway, Power & Light Co., Columbus, 
Ohio, will build additions to its power plant at an estimated 
cost of $130,000. 

The J. S. Tilley Ladder Co., Second street, Watervliet, 
N. Y., is building a four-story factory addition at an esti- 
mated cost of $140,000. 


Milwaukee, is 
at an estimated 


653 


The York Mfg. Co., York, Pa., refrigerating machinery 
manufacturer, will build a two-story addition at an esti 
mated cost of $175,000. 

The Davis Welding Co., 1110 Richmond street, Cinecin 
nati, will build a one-story addition to its faetory at an 


estimated cost of $95,000. 

The Miami Electric Light & Power Co., Miami, Fla., plans 
an improvement program for the near future which, it Is 
said, will cost $2,000,000. 

The Wisconsin Light & 
build a one-story addition to its 
estimated cost of $50,000. 

The Oklahoma Gas & Electrie Co., Oklahoma City, will 
make extensions in its system, using a portion of the proceed 
of a $2,000,000 bond issue. 

The Boutwell, Milne & Varnum Co., Barre, Vt., is building 
a two-story machine shop at its quarries at Graniteville at 
an estimated cost of $75,000. 

Penick & Ford, Ltd., Whitney building, New Orleans, plan 
additions to its branch plant at Cedar Rapids, Iowa, at an 
estimated cost of $1,500,000. 

The W. N. Gardner Box Co., Tully, N. Y., may rebuild 
the portion of its plant which was destroyed by fire recently 


Power Co., Winona, Minn., will 
steam power plant at an 


vith loss estimated at $50,000. 
The Rockford Brass Works, Rockford, IIL, recently 
ivarded contracts for a foundry addition to its plant at 


an estimated cost of $75,000. 

The Summerville Cotton Mills, Summerville, Ga., will build 
additions to its mills and will electrify the entire plant at 
un estimated cost of $300,000. 

Doty Fish Co., Kalama, Wash., will rebuild its power house 

hich was partially destroyed in a fire which did 
damage estimated at $100,000. 

The Union Construction Co., Oakland, Calif., plans to re- 
build the portion of its shipyard on the Key Route Fill at 
in estimated cost of $300,000. 

The Renwick Implement Co., Billings, Mont., plans to re 


recent 


build the portion of its works destroyed by fire recently 
ith loss estimated at $80,000. 
The C. A. Dunham Co., Marshalltown, Iowa, manufac 


turer of heating systems, will build a two-story factory addi- 
tion at an estimated cost of $55,000. 

The United Hudson Electric Corporation, Poughkeepsie, 
N. Y., plans to build an addition to its hydroelectric generat- 
ng plant in the Sturgeon Pool section, and also to make 





extensions at the newly acquired plant near Ellenville, a por- 
tion of the proceeds of a $2,000,000 bond issue being provided 
for the work. 

The G. I. Sellers & Son Co., Elwood, Ind., manufacturer 
of kitchen cabinets, plans to build a two-story factory addi- 
tion at an estimated cost of $50,000. 

The Wolverine Supply & Mfg. Co., Northside, Pittsburgh, 
has awarded contracts for a three-story addition to its fac- 
tory which, it is estimated, will cost $250,000. 

C. L. Berger & Sons, 37 Williams street, Roxbury, Mass., 
manufacturers of surveying instruments, will build a two- 
story addition at an estimated cost of $55,000. 

The Areadian Copper Co., Calumet, Mich., is considering 
plans for rebuilding its steam plant destroyed by fire recently. 
The estimated cost of the additions is $50,000. 

M. F. Westergren, Inc., 213 East 144th street, New York, 
manufacturer of sheet metal products, plans to build a four- 
story factory addition at an estimated cost of $40,000. 

The Travers Mfg. Co., Templeton, Mass., manufacturer 
of toys, may rebuild the portion of its plant that was de- 
stroyed by fire recently with loss estimated at $100,000. 

The Fisher Governor Co., Marshalltown, Iowa, manufac 
turer of steam specialties, will build a two-story and base 
ment addition to its factory at an estimated cost of $40,000, 

The Marine Biological Laboratory, Woods Hole, Mass., 
will build an additional laboratory building at an estimated 
cost of $500,000. The project includes a one-story pumping 
plant. 

The Franklin Valveless Engine Co., Franklin, Pa., plan 
to rebuild the portion of its foundry and machine shop which 
was destroyed by fire on May 23 with loss estimated at 
$140,000, 

The R. J. Williams Lumber Co., Poplarville, Miss., plan 
to rebuild the portion of its mill and power house which 
was destroyed by fire last month with damage estimated at 
S200 000. 

The Stratton-Warren Hardware Co., Little Rock, Ark., 
is considering plans for rebuilding the portion of its work 
which was recently destroyed by fire with loss estimated 
at $275,000, 

The Wirt & Knox Mfg. Co., Twenty-third and York streets, 
Philadelphia, manufacturer of axe brackets and other prod 


ucts, is building a two-story factory addition at an estimated 
cost of $75,000. 

The Holt Lumber Co., Oconto, Wis., i rebuilding: it 
hardwood manufacturing plant which was destroyed by fire 
recently. The replacement cost will require an investment 


estimated at $1,250,000. 

The Public Service Electric Corporation, Jersey City, plan 
to build a two-story addition to its power plant located at 
the foot of Duffield avenue, the estimated cost of the im 
provement being $125,000. 

The Strauss Mfg. Co., Kast Fiftieth and Sherman streets, 
Portland, Ore., furniture manufacturer, plans to rebuild the 
portion of its plant which was destroyed by fire recently 
with loss estimated at $100,000. 

The Western Maryland Railroad Co., Standard Oil Build 
ing, Baltimore, is perfecting plans for rebuilding the portion 


of its locomotive shops at Bowers, Pa., recently damaged by 
fire with loss estimated at $200,000. 
The Turner, Day & Woolworth Handle Co., Louisville, 


Ky., plans to rebuild the portion of its plant, including the 
machine and carpenter shops, which were destroyed by fire 
recently with loss estimated at $25,000, 





New Factories 








Kingan & Co., Indianapolis, will build a new cold storage 
plant at an estimated cost of $200,000. 

The Coplan Steel Co., Ogdensburg, N. Y., plans to build 
a new foundry at an estimated cost of $75,000. 

The Mills Baking Co., Detroit, will build a new plant at 
934 Putnam street at an estimated cost of $190,000, 

The Pacific Malleable Castings Co., Emeryville, Calif., i 
building a new plant at an estimated cost of $70,000. 

The Hookle Fastener Co., Meadville, Pa., will build a 
new five-story factory at an estimated cost of $65,000. 

The Elgin, Joliet & Eastern Railroad is building a new 
power house at Joliet at an estimated cost of $250,000. 

A company is being’ organized at Three Oaks, Mich., by 
Charles K. Warren and J. J. Theisen to operate a_ brick 
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Every mill supply house 
should stock and catalog— 
DAVIS VALWIE 


SpPsciaicwieS 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to 


G. M. Davis Regulator Co. 
108 Milwaukee Ave.. 


Chicago 


METALLO GASKETS 


insure tight joints—no leaks or blowouts 


Metallo Gaskets are made of against leaks or blowouts. They 
corrugated copper with asbestos are %” thick and compressi- 
cord inlaid in the’ grooves. ble to 1/16” 

They give but do not crush. Metallo Gaskets are safe for 


They fit tight against flanges, dealers to stock in any quan- 







even when rough, uneven tity. Nothing to rust, hard- 
or out of alignment, guar- en or rot. For pipe sizes 
anteeing joints proot 1” to 24”. Ask for sam- 


ples and prices. 





» to 


METALLO GASKET CO., New York 


242 Lafayette St., 





Strike With All 
Your Might 


You can’t split or chip a Miller 


Composition Mallet i 
In balance and strik : 
ing qualitie Miller Mal- e 
lets resemble rick¢ 
But in an etheal test, J er 
one Miller Mallet has 
outlasted fifteen hick 
mallets 
ics, -~6Composition 
ffected by he old 
moisture — s d col an be Mallets 
urned or rved to an 


Sesioed shone 


The Miller Rubber Co. of N. Y., poem Ohio 


ASBESTOS PRODUCTS CO. 


Manufacturers of 


Asbestos Aircell Coverings 
AND 


Asbestos Cement 


Prompt Shipments-—Carload or Less 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 





— mane, ses ‘ 
CORPORATION, 
320 Brdwy., Rm. 1318, N. Y. 


STANLEY BELTING 
15 N. Jefferson St., Chicago 








pont REeON 


ELT DRESSING 


H is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production, 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
Every buyer of leather, rubber or can- 
Blue Ribbon folders 

Write for jobbers’ 


venient to stock. 
vas belting is a prospective user. 
with your imprint will help you sell. 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 














STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 





LE ER a 


OME concerns always make steady prog- 
S ress. Usually they have sensible policies 

of doing business. They keep income and 
expense in proper ratio, plan ahead, advertise 
steadily, gain the confidence of their dealers, 
and sell at a profit. 


Advertisers in MILL SUPPLIES are in this 
class. Consequently they have the best of 
propositions to offer to distributors who use 
good judgment in selecting the lines they sell. 
It pays to sell advertised products. 


When writing to Advertisers SUPPLIES. 


please mention Mri 
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manufacturing plant at St. Joseph, Mich., the estimated cost 
of the buildings and equipment being $100,000. 


The Kansas City Can & Mfg. Co., Kansas City, Mo., plans 
to build a new factory at an estimated cost of $80,000. 

The Westover Oil & Gas Co., Breckenridge, Texas, plans 
a new gasoline refinery at an estimated cost of $450,000. 

Houston Textile Mills, Inc., Houston, Texas, will build a 
new mill and power plant at an estimated cost of $500,000. 

The Hooker-Bassett Furniture Co., Martinsville, Va., will 
build a new one-story plant at an estimated cost of $90,000. 

The Fenton Machine Tool & Die Co., Fenton, Mich., plans 
to build a one-sfory factory at an estimated cost of $45,000. 

The Wortendyke Mfg. Co., Richmond, Va., is building a 
new four-story paper bag mill at an estimated cost of 
$200,000. 

The Dunn Sulphite Paper Co., Port Huron, Mich., will 
build a new pulp and paper mill at an estimated cost of 
$100,000, 

American Paper Stock Co., 1210 Marilla street, Dallas, 
Texas, will build a two-story plant at an estimated cost of 
£100,000. 

The school committee of Parsons, Kan., plans to build a 
new high and manual training school at an estimated cost 
of $500,000. 

The City of Chattanooga, Tenn., plans to build a municipal 
automobile service and repair works at an estimated cost 
of $90,000. 

The National Mallenable Castings Co., Cleveland, will build 
a three-story factory at Sharon, Pa., at an estimated cost 
of $200,000. 

Crane Co., Chicago, several weeks ago awarded contracts 
for its new Charleston, W. Va., branch house which will 
cost $50,000. 

Asbury Park, N. J., will build a new high school to 
contain a manual training department, the estimated cost 
being $800,000. 

The Mengel Co., Louisville, will soon start work on its 
new plant at Baton Rouge, La., which, it is estimated, will 
cost $1,000,000. 

The Transit Commission, New York City, will build a 
repair and inspection shop in the Bronx at an estimated 
cost of $100,000. 

The Howard Shipbuilding Co., Jeffersonville, Ind., is con 
sidering plans for building a machine shop at an estimated 
cost of $50,000. 

The City of Binghamton, N. Y., will build a new junior 
high school with manual training department at an estimated 
cost of $500,000. 

J. J. Ford, Claremont, Calif., plans to organize a company 
to build a rock-crushing plant at Upland, Calif., at an esti 
mated cost of $70,000. 

The town of Webster Groves, Mo., plans to install manual 
training equipment in a new high school to be built at an 
estimated cost of $400,000. 

The Derbrah Silk Corporation, Military road and Skillen 
treet, Buffalo, will build a new mill and power plant at 
an estimated cost of $110,000. 

The Crystal Ice & Ice Cream Co., Fayetteville, Ark., plans 
to build a new ice-manufacturing and ice cream plant at 
an estimated cost of $80,000. 

The Ford Motor Co., Detroit, recently awarded contracts 
for its new assembling plant to be built at Dallas, Texas, at 
an estimated cost of $800,000. 

The City of Philadelphia is building a new steam power 
and heating plant at Richmond street and Wheatsheaf Lane 
at an estimated cost of $87,000. 

The New Jersey Fire Escape & Railing Co., 118 First 
avenue, Passaic, N. J., will build a new one-story factory 
at an estimated cost of $35,000. 

The Display Fixture Mfg. Co., 1627 St. Paul avenue, Mil 
waukee, will build a new factory at 1714 St. Paul avenue 
at an estimated cost of $40,000. 

The Knoxville Power & Light Co., Knoxville, Tenn., will 
build a new distributing works and service department build- 
ing at an estimated cost of $75,000. 

The Chimney Rock Mountains, Inc., Chimney Rock, N. C., 
plans to construct a hydroelectric power plant at Lake Lure 
at an estimated cost of $3,000,000. 

The Cherokee Rock Asphalt Co., Cherokee, Ala., plans to 
build new works, including machine shop and power plant, 
at an estimated cost of $400,000. 
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The American Salt & Coal Co., Waldheim building, Kansas 
City, Mo., plans to build a new salt works at Lyons, Kansas, 
at an estimated cost of $800,000. 

Caruthersville, Mo., is another community which is plan 
ning to build a new high school with manual training depart- 
ment. The estimated cost is $180,000. 

The Harbison-Walker Refractories Co., Farmers’ Bank 
building, Pittsburgh, will build a new plant near Bessemer, 
Ala., at an estimated cost of $275,000. 

The Bates Valve Bag Co., 7310 South Chicago avenue, 
Chicago, will build a new factory at 8240 South Chicago 
avenue, at an estimated cost of $150,000. 

The Macbeth Body Co., 218 Hurst building, Buffalo, is 
reported to be planning a new plant at North Tonowanda, 
N. Y., at an estimated cost of $100,000. 

A. C. Miller & Co., 33 Gilmer street, Atlanta, Ga., will 
build a three-story factory to manufacture automobile truck 
bodies, the estimated cost being $110,000. 

The American Can Co., 120 Broadway, New York, has 
awarded contracts for a machine shop to be built at San 
Francisco at an estimated cost of $300,000. 

Slater Brothers, 60 North Gillette street, Tulsa, Okla., 
plan to build a factory to manufacture oil well supplies and 
equipment, the estimated cost being $50,000. 

The Rochester Gas & Electric Co., Rochester, N. Y., is 
reported to be planning the construction of a steam-operated 
power house at an estimated cost of $300,000. 

Charles Kohler, 601 West Fiftieth street, New York, plans 
to build a new seven-story piano factory at 609 West Fifty- 
ninth street at an estimated cost of $800,000. 

The Southern Utilities Co., Bradentown, Fla., plans to 
start work soon on construction of a new hydroelectric gen- 
erating plant which, it is estimated, will cost $275,000. 

The McCorkle Pipe Line Co., 504 Burnett building, Fort 
Worth, Texas, will build a new pipe line from Arkansa 
Pass to San Antonio at an estimated cost of $750,000. 

The Electric Storage Battery Co., Philadelphia, is building 
a new two-story factory on Western boulevard near Forty 
seventh street, Chicago, at an estimated cost of $250,000. 

The Auto Strop Safety Razor Co., 656 First avenue, New 
York, plans to build a new factory at 960 Frelinghuysen 
avenue, Newark, N. J., to manufacture safety razors and 
blades. 

The Detroit, Toledo & Ironton Railroad Co., Detroit, Henry 
Ford’s railroad, is reported to be planning to build a new 
car repair shop near Springfield, Ohio, at an estimated cost 
of $500,000. 

D. L. Clark Co., 508 Martindale street, Pittsburgh, candy 
manufacturer, is building a new factory and power house 
at Merchant and Martindale streets at an estimated cost 
of $250,000. 

The Sharpnack Lumber Co., Inc., 1015 First National 
Sank building, Huntington, W. Va., plans to build several 
lumber mills. The company was recently organized with a 
capital of $200,000. 

The Superior Steel Products Co., Beaver Falls, Pa., is 
building a new factory to manufacture cold finished steel 
specialties. The company was recently incorporated with 
$100,000 capital stock. 

The Union Paving Co., Thirtieth street and Lancaster 
avenue, Philadelphia, plans to build a new asphalt-mixing 
plant at an estimated cost of $60,000. Conveying and hoist 
ing equipment will be installed. 

The Knapp Metal Barrel Co., Balboa building, San Fran 
cisco, plans to build a factory in Oakland to manufacture 
special barrels and containers, the estimated cost being 
$50,000. The company is a new one. 





Increased Capital 











Pyramid Iron Products Corp., New York, has increased 
its capital stock from $15,000 to $100,000. 

Launchley Foundry & Machine Co., Jackson, Miss., has 
increased its capital stock from $50,000 to $75,000, 

Chicago Bearing Metal Co., Chicago, has increased its 
capital stock to $500,000 and 50,000 shares of no par value. 

E. H. Odom Bros. Co., Atlanta, has increased its capital 
stock from $25,000 to $250,000 and is enlarging its factory. 

The Lundell-Eckberg Mfg. Co., Jamestown, N. Y., manu 
facturer of metal products, has increased its capital stock 
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Immediate Shipments 


ASBESTOS air cell and 


Wool Felt Pipe Coverings 


Lowest Price — Highest Qualities 
Boiler Coverings — Asbestos Cements 
Chicago Asbestos Manufacturing Co. 


Office and Factory, 1909-17 West 22nd Place 
CHICAGO, ILL. 


Phones: Wabash 5380, Wabash 7747 


SCHULTZ 


Much depends upon the 
clutch. The Schultz, used on 
machine, lineshaft or counter- 
shaft, is a dependable clutch. 


It has been proved. 


Write for Catalog and Dealer 
Discounts. 


i: L SEBUEFZ & SON 
1675 Elston Ave. Chicago, IIL. 


Friction Clutches 
















Queen Recharges for 3 Gallon Fire Ex- 


uitere nated races" Queen Fire 
<vun ho os 6 aier 
Recharges 
are easy to 
handle 


Write for Price 


Harker Mfg. Co. 


Fire Prevention and Safety 
engineers 
A 


Cincinnati, O. 





EYE PROT 


ECTORS 


For Every Purpose 





Harvesting 
Welding 
Grinding 
Chipping, 
Spraying 


Send for our Catalog 


CHICAGO EYE SHIELD COMPANY 
2300 Warren Ave., Chicago, Ill. 
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Sockets ne Sleeves 
One solid piece—Standard except the flat 

AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
nary socket 

BUT—grind a flat (time 3 minutes) on the 


broken drill, slip it into a “Use-Em-Up” 
Socket, and it’s as good as a new drill 
Furnished in Sleeve orSocket Type. Specials 


made to order. 
Write for Jobber’s proposition, 
Lovejoy Tool Works 
328 W. Ohio St., Chicago 














The 


every 
being 
day. 





No. 401 Champion 


Steel Rivet Forge 


can be seen working on 99 out of 


100 structural steel buildings 
built in the United States to- 
The same may be said of all 


railroads, bridge builders, boller 
makers, etc, The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the. entire 
world. 

Carried in stock by all the lead- 
Ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 
















¥v PHILLIPS 


Spring Hammer 


DRILLS 


The most economical 
and satisfactory tools 
for drilling holes in con- 
crete and stone, floors, 
walls and ceilings 





| Any Size Hole up to 2 
} inches Diameter. 





Phillips Drill Co. 


1337 Cortland St., Chicago, Til. 











GENUINE 


oe MARK 
ve 


wy, jensen. 





Adjustable and U S PAT OFF 


Non- Adjustable 





Outsells Because 


It Excels 


The Jorgensen Adjustable Hand Clamp is 
recognized as the standard by an overwhelm. 
ing majority of jobbers and dealers the 
country over. It is made of selected straight 
grain hard maple jaws, with cold drawn 
steel spindles and nuts. Glue will not adhere 
to spindles. Double action. Adjustable to 


any position. Will not break. 10 sizes 


10 Sizes 


prices. 


adjustable. 10 sizes non-adjustable. Ask for 


213 North Jefferson st. 


Adjustable Clamp Company °"* South Ze" 








When writing to Advertisers please 


mention MILL Supplies 
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from $25,000 to $100,000, and plans to move into a new 
factory. 

Rockwood Stove Works, Rockwood, Tenn., stove manufac- 
turer, has increased its capital stock from $50,000 to 
$100,000. 

The American Rolling Mills Co., Middletown, Ohio, has 
been authorized to increase its common stock from $20,000,000 
to $30,000,000. 

Geneva Boiler Works, Irvington, N. Y., has recently in- 
creased its capital stock from $60,000 to $150,000 for ex- 
pansion purposes. 

United Stoker Corporation, Laporte, Ind., has increased its 
capital stock from $25,000 to $100,000, and has moved its 
headquarters to Hammond, Ind. 

Newburgh Steel Co., Cleveland, has increased its capital 
stock from $10,000 to $50,000, and has moved its warehouse 
and office to 6318 Kingman road. 

Bower City Stamping Co., Janesville, Wis., has increased 
its capital stock from $10,000 to $25,000, and has added a line 
of non-slip vise hooks to its products. 

Peck’s Brass Foundry Co., Bellingham, Wash., has changed 
its name to the Bellingham Chain & Forge Co., and has in- 
creased its capital stock from $5,000 to $25,000. 

Smith Bros. Hardware Co., Columbus, Ohio, distributor 
of general hardware, mill, mine and allied supplies, has 
increased its capital stock from $750,000 to $2,000,000. 





New Corporations 








The M. & S. Mfg. Co., Me:iden, Conr., $50,000, to build 
and deal in machinery and tools; incorporators: Owen L. 
Seward and others. 

Colorado Springs Toy Co., Colorado Springs, $100,000, to 
manufacture mechanical toys; incorporators: James V. 
Forbes and others. 

The Huntington Magneto Electric Co., 714 Fourth avenue, 
Huntington, W. Va., $50,000, to manufacture magnetos and 
electrical specialties. 

Pullman Mfg. Co., Rochester, N. Y., $100,000, to manu- 
facture window balances; incorporators: J. L. Willard, H. 
G. Williams and others. 

_ Gatch Wire Goods Co., 801 Buren street, Baltimore, 
$200,000, to manufacture wire specialties; incorporators: 
M. W. Gatch and others. 

Speight Automatic Wrench Co., Greenfield, Mo., $85,000, 
to manufacture a new type of wrench; incorporators: Rus- 
sell G. Speight and others. 

Savage Refrigerating Machine Co., Inc., Lynn, Mass., 
$50,000; incorporators: Edwin E. Savage, Robert K. Lufkin 
and Frederick K. Lufkin. 

The Ace Products Corp., New Haven, Conn., $50,000, to 
manufacture and deal in automobile accessories; incorpo- 
rators: George E. LaVietes. 

The Textile Card Clothing Co., Southbridge, Mass., $50,000, 
to manufacture card clothing; incorporators: John C. Pirie, 
Brooklyn, N. Y., and others. 

Middleburg Mfg. Co., Middleburg, N. Y., $100,000, to 
manufacture machinery; incorporators: P. FE. Kennedy, O. 
Schuman, Jr., and C. H. Zeiser. 

_Edison Gas Range Co., 107 East Thirty-first street, New 
York, $50,000, to manufacture gas stoves; incorporators: 
Ek. H. Kerner and G. W. Maurer. 

Johnson Airplane & Supply Co., Dayton, Ohio, $125,000, 
to repair and overhaul airplanes and motors; incorporators: 
J. M. Johnson and FE. A. Johnson. 

The Siemund Marine Electric Welding Co., 29 Broadway, 
New York, $600,000, to continue established ship repair busi- 
ness; incorporators, Henry L. Siemund and others. 

Massachusetts Elevator Co., Boston, $100,000, to manufac- 
ture elevators; incorporators: Mort People and Carolyn B. 
Fox, Medford, and Albert Olsen. 

Flint Malleable Castings Co., 318 Dryden building, Flint, 
Mich., $500,000, to manufacture malleable castings; incor- 
porators: J. M. Barringer and others. 

The Stiner Piston Ring Co., 535 West Larned street, De- 
troit, $50,000, to manufacture piston rings; incorporators: 
J. R. Beadle, E. Stiner and J. S. Vincent. 

Universal Equipment Co., Kansas City, Mo., $55,000, to 
manufacture and deal in automobile accessories; incorpora- 
tors: F. T. O’Maley, E. V. Nelson and others. 








The Florida Machine & Foundry Co., Jacksonville, $500,000, 
to operate a general foundry and machine shop business; in- 
corporators: Franklin G. Russell and O. M. Smith. 

Davis, Kraus & Miller, Ine., 440 Jefferson avenue, East, 
Detroit, $500,000, to take over the business of H. Scherer 
& Co., distributor of iron, steel and heavy hardware. 

Ponsell Floor Machine Co., 220 West Nineteenth street, 
New York, $250,000, to manufactur? floor cle: ing machine, 
taking over business of the International Floor Machine Co. 

United States Wrench Mfg. Co., Inc., Washington, D. C., 
$700,000, to manufacture wrenches and other devices; in- 
corporators: J. M. Maupin, 819 Fifteenth street, N. W., and 
others. 

The Do-Lan Co., Cincinnati, $50,000, to manufacture elec- 
tric heating apparatus for preventing water in automobile 
radiators from freezing; incorporators: Timothy Dolan and 
others. 

Griffin Double Tread Wheel Co., 27 William street, New 
York, $250,000, to manufacture steel wheels; incorporators 
are connected with the Griffin Chilled Steel & Iron Co., same 
address. 

The Axle Bearing Corporation, 116 West Thirty-ninth 
street, New York, $300,000, to manufacture axle bearings; 
incorporators: Dr. J. P. Jacobsen, W. H. Teetsow and J. 
B. Stearns. 

Ever Kold Mfg. Co., 225 North Frederick street, Balti 
more, $250,000, to manufacture refrigeration plant and ice 
making machinery; incorporators: Harold H. Nesbit and 
Clarence T. Amer. 

The Quick Adjustable Wrench Co., San Francisco, 
$500,000, to manufacture wrenches; incorporators: J. V. 
Bellumini, A. L. Lucot, W. M. Whittenberg, L. S. Fraser 
and T. G. Negrich. 

The Loshbough-Jordan Tool & Machine Co., Elkhart, Ind., 
$100,000, to manufacture tools, dies and machinery; incor 
porators: J. E. Loshbough, M. R. Loshbough, J. EF. Jordan 
and M. M. Jordan. 

S. H. Nielsen Co., 3059 Augusta street, Chicago, $100,000, 
to manufacture and deal in building materials, machinery 
and tools; incorporators: E. R. Nielsen, Johanna M. Nielsen 
and Soren N. Nielsen. 

Sommers Brothers Appliance Co., Saginaw, Mich., $200,000, 
to manufacture washing machines, taking over the business 
of the American Home Appliance Mfg. Co.; incorporators: 
Frank F. Sommers and others. 

The Powell Brass Co., Union avenue and Pere Marquette 
failroad, Grand Rapids, Mich., $50,000, to manufacture 
brass plumbing goods and automotive accessories; incor- 
porators: F. W. Elson and others. 

The Auto Resilience Mfg. Co., 1406 Dickinson street, 
Philadelphia, $500,000, to sueceed company by the same 
name with factory in Detroit manufacturing automobile 
equipment; incorporators: C. J. A. Delgado and others. 





Field Notes 
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The Cleveland office of Manning, Maxwell & Moore, Inc., i 
now located at 402 Swetland building. 

The Chicago district sales office of the Economy Fuse & 
Mfg. Co., Chicago, is now located at 513 West Jackson boule- 
vard. 

A. W. Criddle Co., 240 Brokers’ Exchange building, Nor 
folk, Va., manufacturer’s agent, has been appointed sales 
representative of S. S. Fretz, Jr., & Co., Philadelphia, for 
territory covering North Carolina, South Carolina, Virginia 
and West Virginia, except Wheeling. 

The American Abrasive Co., Westfield, Mass., has pur 
chased the plant of the National Abrasive Co., Amesbury, 
Mass. : 

Leonard R. Nourie has opened an office at 1426 Park Build 
ing, Pittsburgh, and will act as representative for the sale of 
machine tools. 

The Hendey Machine Co., Torrington, Conn., has moved 
its Chicago offices to the Sharples Building, West Washing 
ton boulevard and Jefferson street. 

May was the third consecutive month in which Ford Motor 
Company sales exceeded the 200,000 mark. In that month 
the company sold 209,601 cars and trucks. 

The iron and steel division of the Department of Commerce 
has taken over the hardware division of Secretary Hoover’ 
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A chuck that stands by 
you through time and 
abuse is the 


SWEETLAND 
Remarkably Accurate 


ll we send you the 
Sweetland Catalog? 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 











ANDING— GRINDING— DRILLING 


Any Time— 


Any Place 
These and a_ hundred 
others are the opera- 


tions for which 
HASKINS’ Equipments 
are used every day. 


Manufacturers will ap- 
preciate a copy of our 
new catalog giving im- 
portant data on the pro- 
duction savings possible 
with HASKINS’ Tools. 

JOBBERS will find many 
items of special Interest to 
them and their customers. 

Coples will be mailed on re- 
quest. 


516 W. Monroe St., Chicago, Ill. 





CONDUIT 
HIG AGO HANGER 


The Easy, Practical, Economical Way of 
Hanging Conduits 


hold th 











loop to t, one end 





» protruding 
conduits. 


1 


Sizes to fit a 
in hardware and mill supply 


> eller 
Write for price and discounts 





Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 


PORTER” 


A tool for cut- 
ting bolts, rods, 
and wires. Orig- 
inally perfected 
for the  black- 
smith and car- 
riage - building 
trade, now used 
all over the 
world in shops, 
factories and on 
construction. 


HK.PORTER 








HETTRICK 
A Good Belt 


that sells readily and gives 
the than his 
money's worth. 


HETTRICK 
HETTRICIKC 


user more 


HETTIRICK 

oY ae 
Our dealers are backed by 
an equitable selling policy. 


The Hettrick Mfg. Co. 
Toledo, Ohio 
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|.C. WHITLAM MFG. CO. 





ia WADSWORTH, OHIO, U.5-A 








CLIPPERS 


, Made in a num- 
ber of sizes and 
models for han- 
dling various 
sizes of work 
and for special 
purposes. Sold 
by heavy hard- 
ware and tool 
supply houses 
everywhere. The 
name Porter is 
on every tool 
guaranteed’ b 

H.K. Porter. 
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TYTE- 
UNYTE 


Jobbers of Plumb- 
ing, Heating and 
Mill Supplies every- 
where sell it exclu- 
sively. 


J.C. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 








WIZARD 
ded 5 
BAUCUS Sich 


Guaranteed io contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


We guarantee WIZARD to sell and give satisfaction, or money re- 
funded. We supply our jobbers liberally with samples and advertising 
folders. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Samples free upon request. 





HE main purpose of business paper adver- 
tising is to stimulate and intensify the effect- 
iveness of the regular order-getting machinery. 


Manufacturers who sell through mill supply dis- 


tributors look to MILL SUPPLIES to supply 


this stimulus. 


Before planning your fall selling 


campaign, ask us for advertising rates and 


A. B. C. circulation figures. 


Address MILL 


SUPPLIES, 537 S. Dearborn St., Chicago. 
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organization. Luther Becker is chief of the iron and steel 
division. 

The Detroit Lubricator Company, Detroit, has moved its 
New York City offices from the Grand Central Terminal 
building to the new American Radiator Company building at 
40 West Fortieth street. 

The Francis Wagner Co., El Paso, Texas, manufacturers’ 
representative, has opened an office in Mexico City in charge 
of E. G. Freeman, formerly salesman in Mexico for the Mine 
& Smelter Supply Co., El Paso. 

The Buffalo Forge Co., Buffalo, on June 1 opened a western 
office at Seattle in charge of Arthur T. Forsyth. The office 
will have charge of sales in territory including Washington, 
Oregon, Idaho, Montana and Alaska. 

The Bertollete Machine Tool Co., Inc., Jersey City, N. J., 
has purchased the entire business of the New York Machin- 
ery Exchange and will hereafter have its offices and ware- 
house at 220 Culver avenue, Jersey City. 

The Toledo Machinery Exchange, Inc., formerly at 29 
North St. Clair street, Toledo, has moved to larger quarters 
at 18 North St. Clair street, the building at that 
having been purchased by the company. 

The Ramsey Chain Company, Inc., Albany, N. Y., has ap- 
pointed the Morse Engineering Co., 549 West Washington 
street, Chicago, as its representative in that city. P. A. 
Morse is the active head of the latter company. 

The National Association of Sheet and Tin Plate Manu- 
facturers held its June meeting in Cincinnati on June 10 
and discussed plans for the trade extension program which 
the association has decided to carry out in the near future. 

The Hunter Pressed Steel Co., of Lansdale, Pa., manu- 
facturer of grease cups, has opened a new spring department 
for the manufacture of wire coil springs of all kinds and 
i The new department is a complete spring factory in 


address 


S1Zes. 
itself. 

Hayden Supply Company, Grand Rapids, Mich., is planning 
alterations on its building at 236 Pearl street, N. W. The 


company recently elected officers as follows: President, 
Arthur S. Krouse; vice-president, C. H. Kelley; secretary 
and treasurer, Clark J. Fuller. 


Copies of the current edition of the Will Supply Buyers’ 
(ruide have been distributed through the medium of the 
bureau of foreign and domestic commerce of the United 
States Department of Commerce to the offices of commercial 
attaches in various foreign countries. 

Sloss & Brittan, San Francisco wholesale hardware dis 
tributors recently purchased nearly the entire block at How- 


ard, Tenth and Natoma streets, and will erect a two-story 


building which, it is said, will be one of the most modern 
holesale hardware stores on the coast. 
The Gisholt Machine Co., Madison, Wis., has purchased 


the Milholland line of turret lathes and tools formerly made 
by the Milholland Machine Co., Indianapolis. The building 
and real estate of the latter company have been purchased 
by the Stutz Fire Engine Co., Indianapolis. 

Wickwire Spencer Steel Corporation, Worcester, Mass., has 
opened district offices in Seattle. The corporation now has 
district offices in Worcester, Buffalo, Philadelphia, Detroit, 
Chicago, San Francisco, Los Angeles and Seattle, and gen- 
eral offices at 41 East 42nd street, New York. 

The City of Waterbury, Conn., to celebrate the 250th an 
niversary of the founding of that city held a successful in 
dustrial exposition. Nearly every industry in the community 
was represented, brass and brass products naturally predomi 
nating. All of the large Waterbury brass companies, includ- 
ing the Scoville Mfg. Co., American Brass Co., American Pin 
Co., Waterbury Mfg. Co. and the Chase Metal Works, were 
actively interested in making the exposition a success. 

sigelow & Dowse Co., Boston, hardware jobber and distri- 
butor of mill and contractors’ supplies, recently opened a new 
branch store at 22 Franklin street, Springfield, Mass. The 
new store is two stories high and contains approximately 
30,000 square feet of floor space. P. F. Morehouse is branch 
manager. 


The Leather Belting Exchange, Philadelphia, reports that 
ales of oak leather belting in this country for May showed 
a total of 330,268 pounds, valued at $563,107, which compares 
vith April figures of 372,428 pounds valued at $643,929. In 
May, 1923, the sales were 512,573 pounds valued at $947,236. 

The watch which presented to retiring President 
Joseph M. Hottel at the recent convention of the American 
Supply & Machinery Manufacturers’ Association 14- 


Wa 


Was a 





karat solid gold watch with hand wrought case and inter 
national movement. The chain is the new style green solid 
gold machine turned. 

The Red Point Mfg. Co. has been organized in Chicago and 
has started operations in a plant at Illinois and Franklin 
streets manufacturing brass jacket drive well points and 
other water well supplies. The organizers are Frank P. 
Neal and C. W. Larsen, formerly for many years connected 
with the Mark Mfg. Co. and the Steel and Tube Company of 
America. 

The industrial committee of the Baltimore Safety Council, 
22 Light street, Baltimore, has decided to launch a three 
year safety campaign in Baltimore industrial establishments. 
The committee held a luncheon meeting with representatives 
of various factories on June 4 and decided that safety groups 
will be formed in each plant, with one man appointed to su 
pervise and suggest safety measures. 

Barrett-Cravens Company, Chicago, is building four addi- 
tional stories on its factory, which will double its capacity. 
The company claims that, when the additions are completed, 
the plant will be the largest in the world devoted to the man- 
ufacture of lift-trucks and portable elevators. E. J. Heimer, 
secretary of the company, states that the company has not 
felt any of “the much discussed business slump.” 

A merger of five metal refining companies into the Federal 
Metals Corporation is reported to be near consummation. The 
organization will include the Great Western Smelting & Re- 
fining Co., Chicago; Duquesne Smelting & Refining Co., Pitts- 
burgh; Eagle Smelting & Refining Co., New York; Union 
Smelting & Refining Co., Newark, N. J.; and the Trenton 
Smelting & Refining Co., Trenton, N. J. The new corporation 
will have an authorized capital stock of $14,000,000 or 
$15,000,000, 

The Beck & Corbitt Iron Company, St. Louis, distributor 
of automotive equipment and heavy hardware, has changed 
its name to the Beck & Corbitt Company. William L. Nie- 
kamp, president of the company, states that the capital stock 
has been increased from $300,000 to $1,000,000, this action 
being taken at the same time that the name was changed. 
The officers of the company remain as before, being in addi 
tion to President Niekamp the following: vice-president, Hy. 
Luedinghaus, Jr.; secretary, George H. Niekamp; and treas 
urer, George IF’. Kleinschmidt. 

J. H. Williams & Co., manufacturers of drop forgings and 
drop-forged tools, having completed the transfer of their 
manufacturing operations of their Brooklyn and Chicago fae 
tories to their Buffalo works, will after July Ist maintain 


district sales offices and warehouses at 75-77 Spring: street, 
New York, and 117 North Jefferson street, Chicago. In New 
York EE. J. Wileox will be sales manager of stock and P. 


Rigby of special products, for the eastern territory, while at 
Chicago N. P. Linde will be in charge of stock, and A. C 
Nuth of special products, for the western territory. All man 


ufacturing operations are now concentrated in the Buffalo 
plant. 

Momsen-Dunnegan-Ryan Co., El Paso, Texas, wholesale 
hardware dealer and distributor of mill and mine supplies, i 


building a warehouse branch in Phoenix, Arizona, from which 
the company’s business in the latter state will be handled, 
hipments being made to the branch direct from the factories. 
The executive offices of the company will remain as before 
in El Paso. The new warehouse, contract for which was let 
everal weeks ago, will be a one-story and basement building 
of reinforced concrete construction, 90 by 125 feet. The Mom 
-en-Dunnegan-Ryan Co. was organized in 1912 by George B. 
Ryan and others. Mr. Ryan was southwestern sales manager 
for several years for Hibbard, Spencer & Bartlett Co., Chi 
cago. The company recently issued a 1900-page catalog, and 
plans are being) made for a new six-story building to be 
erected on a site adjoining the company’s present building: in 


El Paso. The officers of the company are: President, Gus 
Momsen; vice-president and treasurer, C. F. Dunnegan; sec- 
retary and general manager, George B. Ryan. 


The Buffalo Forge Co., Buffalo, hela its annual sale; 
vention at the home offices during the week of June 23. The 
company’s salesmen were joined by the salesmen of the 
George L. Squier Manufacturing Co., of Buffalo, the Buffalo 
Steam Pump Co., of Tonawanda, N. Y., and the Canadian 
Blower & Forge Co., of Kitchener, Ont., all associated 
panies. 


con- 


com 


The Kellogg-Mackay Co., Chicago, jobber of plumbing and 
teamfitting supplies, is having a new plant erected in the 
central manufacturing district of Chicago, having purchased 
a site containing approximately 70,000 square feet of land 


on the south side of West Thirty-seventh place, at Loomi 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














WELDING 


UTTING : 
IOXY-ACETYLENE PROCESS Trucks roll easier 
on 


Bassick 


Casters | 


Complete Welding and Cutting 
Outfits for All Requirements 


Automatic Acetylene Generators Lead Burning Outfits 
Brazing and Pre-heating Torches Welding Rod, Flux, etc. 


Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 


Grand 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the 

shop. 
Several sizes 









Burns Better—Lasts Longer 


The No. 208 Torch has improved Double 
Blunt Needle Burner, producing about 
300 degrees more heat. Orifice cannot 
clog as the upper needle keeps it cleared. 
Both Needles are blunt, making it im- 
possible to ruin the burner by forcing as 
in other makes having sharp needles 
No. 208 is the Torch for quick work and 
hard service and will outlast two ordinary 
Torches. Jobbers supply at factory 
prices. Send for a catalog. 





Manufactured by 
a eee a CLAYTON & LAMBERT MFG. CO. 


5001-09 No. Lincoln St. No. 208 Torch 10583 Knodell Ave., 
Chicago, Hl. Ask for latest price DETROIT, MICH., U. S. A, 


MASON 


Reducing Valves 
Are Standard 











Brawn or Brain 


There are two ways to move a rail- 
way car without an engine — the 
muscular method which requires 
six or more husky men, and the 
mechanical method, one man with 
An ATLAS Car-Mover 


















For sale by First Class Jobbers 


all over the World Do You Carry 


Them in Stock? 


Being first in the esteem of us ers, the Atlas 
Car-Mover is in demand everywhere. Order 


a trial dozen if they're not in your stock. 





Note the 
Double Link 
showing how 
e compound 
leverage Is obtained 


Manufactured only by 


APPLETON CAR MOVER CO. 
APPLETON, WISCONSIN 


MASON REGULATOR CO. 


BOSTON, MASS. 





Known the World Over as the 


66 99 
V-B” Belt These Spaces at 


Transmission, Conveying and 


ovation Twelve Dollars a Month 


The Very Best Balata Belt Obtainable. 





We also Manufacture d 
Special and Ampere Canvas Stitched Belt- are a goo 


ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


‘ oe Warehouse: Factories: 
351 W. Austin Ave. Easton, Pa. 





Advertising Investment 
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place and the Chicago river. The new plant will include 
three buildings, one a four-story factory and warehouse 
with about 97,000 square feet of floor space, another to be 
a pipe shed, and the third to be a pipe shop. The buildings 
will be reached by switch tracks of the Chicago Junction 
Railroad. 

The Greenfield Tap & Die Corporation, Greenfield, Mass., 
has distributed among its employes a pamphlet written by 
Irving L. Shaw, director of the income tax of Massachusetts, 
entitled “Citizens’ Primer of Taxation.” The pamphlet con- 
tains several hundred answers to questions of this important 
subject and sets forth in plain terms the fundamentals on 
which taxation operates in the commonwealth. The tap and 
die corporation pasted a notice on the front cover of the pam- 
phlets calling attention to the fact that every man living is 
taxed, and that the employes will find it interesting and in- 
structive to read the explanations of the tax situation. “It 
is presented to you in the spirit of service,” is the concluding 
line on the sticker. 

Chicago Nipple Manufacturing Co., Chicago, has purchased 
property adjoining its present factory on Southport avenue. 
The newly acquired property has a frontage of 124 feet on 
Southport avenue and extends 268 feet to the north branch 
of the Chicago river. It is improved with a one-story mill 
constructed building. According to an announcement issued 
by Dixon C. Williams, president of the company, the prop- 
erty was acquired at a cost of $137,500, the purchase being 
a cash transaction except for the assumption of a mortgage 
of $42,000 already on the property. The company plans to 
build upon the rear of the property, and when the new build- 
ing is completed, the company will have a total floor space 
of 80,000 square feet. 

It is estimated that sales of mechanical rubber goods for 
the first quarter of this year amounted to over $22,000,000, 
as compared to approximately $16,500,000 for the last quar 
ter of last year. The sales for the first quarter of last year 
were slightly over $24,000,000. It is also estimated that over 
4,000 tons of crude rubber were used in manufacturing me- 
chanical rubber goods. Shipments of mechanical rubber 
goods to foreign countries during April established new rec 
ords. The amount of rubber belting exported, 342,331 pounds, 
has been exceeded in only one previous month, May, 1923. 
Exports of rubber hose amounted to 446,767 pounds, and 
rubber packing, 195,909 pounds, the two latter being new high 
records for monthly shipments. 

The executive committee in charge of the New Haven ma- 
chine tool exhibit which will be held in New Haven, Conn., 
September 15 to 18, announces that the keynote of the exhibit 
this year will be “Greater Production.” Special efforts are 
now being made to secure from manufacturers in the middle 
west representative exhibits, and already several Cleveland 
and Cincinnati manufacturers have reserved space. It is 
hoped to make this year’s show the greatest machine tool 
exhibition ever held in this country. Information may be 
ecured from Professor S. W. Dudley, secretary, Mason labo 
ratory, New Haven. The exhibit will be the fourth annual 
one staged under the auspices of the American Society of 
Mechanical Engineers and Yale University. 


J. C. Merwin, works manager of the Chain Belt Company, 
Milwaukee, was elected second vice-president at the recent 
annual meeting of the company in Milwaukee. Mr. Merwin 
is a graduate of Sheffield Scientific School, Yale University, 
and has been associated with the company since 1917. Other 
new officers elected were Brinton Welser secretary, and C. F. 
Stone assistant secretary. Mr. Welser is a graduate of the 
University of Wisconsin and has been with the Chain Belt 
Company in various capacities ever since. Mr. Stone is a 
istant to the president, and has also been purchasing agent 
ince 1918. He is a graduate of the University of Michigan. 
The officers re-elected were C. R. Messinger, president; Clif- 
ford F. Messinger, first vice-president; C. L. Pfeifer, treas 
urer. 

During the first five months of this year manufacturers of 
enameled sanitary ware received orders for 564,189 baths 
and shipped 514,977. The unfilled orders amounted to 1, 
150,922 baths. During the same period orders for 616,815 
lavatories, 683,279 sinks and 384,035 miscellaneous pieces 
ere received, and the orders shipped on these last three 
items were 649,910 lavatories, 689,820 sinks and 395,741 mis 
cellanecus items. Wholesale prices of plumbing fixtures for 


a <six-room house, collected from 12 representative manu- 
facturers and wholesalers, showed that the average price 
on six standard fixtures, net to retailer without freight, tor 
the month of May was $121.70, a decrease of $1.56 frtm 
the April prices. The price index, compared with the 191% 
average as a base, was 180.1. 
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CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc, 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SALESMEN WANTED 


WANTED—Mill Supply Salesmen can add to their inecine 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference unad 
present occupation, territory covered, etc. Address No. ‘S80, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 
WANTED—Pump Salesman: By well known manufac- 
turer of hand and power pumps and complete water. systems. 
For hardware, implement and plumbing trade, with view to 
later selling jobbing trade. Prefer man with practical work 
ing knowledge of pumps. Previous experience in buying as 
well as selling pumps would be an asset. Correspondence in 
confidence. Age preferably about 25 to 35. Address Box 782, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


HIGH GRADE SALESMAN 


WANTED—A man of unquestioned character to lay out 
catalogues and close contracts with jobbers of mill supplies 
and the allied lines. Printing experience not essential, but 
the man should know mill supplies from the jobber’s stand 
point, preferably from being connected with a jobbing house. 
A wide acquaintance with jobbers of mill and plumbing sup 
plies will also be of advantage, as would also a knowledge 
of automobile or electrical supplies, as we compile catalogues 
in these lines also. There will be much traveling. A large 
percentage of the orders will be repeat orders from our 
present customers, as our work in this line has for many 
years been the largest in the United States. This is a good, 
permanent connection. Other things being equal we prefer 
a young man. Reply by letter only and in strict confidence, 
giving full details as to age, education, experience (naming 
past and present employers) and salary expected. Catalogue 
Department, R. R. Donnelley & Sons Company, Chicago. 


SITUATIONS WANTED 
WANTE])—Situation by man of 40, with experience as 
salesman, manager and buyer of Mill Supply House, 18 years’ 
experience in this line; can furnish very best references. In 
reply address No. 784 care MILL Suppiies, 537 South Dear 
born St., Chicago. 


SALES AGENCIES WANTED 


WANTE)D—Manufacturer of steam and water packings 
acquainted with rubber, packing, hardware, ship chandlery, 
plumbing and mill supply trade in the metropolitan district 
and in the East, desires to take on additional lines on agency 
or jobbing basi Highest financial rating and reference 
Address No. 783, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 

WANTED—Manufacturer’s agents, well connected with 
mill supply trade in industrial heart of Connecticut; desire to 
take on more line have considerable financial backing and 
propose eventually to carry stocks and enter jobbing business. 
Address No. 781, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 


FOR SALE 


Old established leather belting manufacturing concern has 
a set yearly overhead for $100,000 more sales. Will make a 
very attractive proposition to large jobbers or large con- 
sumers to take any of the above amount. Would make same 
up under your specifications and brands. Address No. 777, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


BUSINESS OPPORTUNITY 


Business opportunity as stockholder and officer Texas 
corporation doing wholesale jobbing plumbing business in 
Dallas territory. Good history and prospects. Stock par. 
Desire young man with technical knowledge of plumbing 
busine good education and personality, able to purchase 
stock of retiring officer. Inquire, Director 418-19 Western 
Indemnity Bldg., Dallas, Texa 
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DEPENDABLE Are You Interested? 


Buyers of fire protection equip- Cy PoLicy is one of Trade 
ment have learned that all Diener Protection, and as we do not sell 
procucts are dependable. They the consuming trade, we can’t emphasize that 


buy them because of that fact. The fact too strongly. This business rightfully belongs to 


m ‘ you, Mr. Jobber, and that is why we look upon you 
George W. Diener Mfg. Co. recog- as the natural and most logical outlet of our 


nizes that the dependability of Specialties. 
ae tre Teng Soviens ane of @ This policy may not be in accord 
its greatest business assets. with that of other manufacturers, yet 
— a = we are gratified to know that it has the 
aa A approval of every jobber and dealer who is selling 
SS DY DIENER = our products 
Fire Extinguishers ! 5 @ Many of these concerns are the 
nat Sasa largest of their kind. Starting in a 
We make a fire extinguisher to meet ; small way with a constantly growing demand, 
every requirement. Our line includes F mane » their sales today far exceed their expectations. 


the soda and acid type, the five gallon 1X7 — ; ae 
pump tank type, the regular one quart lun UPsio€ Oo q You ree, hay e a triend ———s 
an an | ae ae this number, in some other territory, 
yPe, ‘ who is selling our line, and whose experience 
bucket tank type. might interest you. We can furnish names if you will 
Qur experience : only ask us. 
ae nables us to ad- 3 T — as 
showing Fire Ex. pring el asto @ However, don’t procrastinate. 
a Coe is¢ jo ; a ‘ Surely, vou can see that your acquaint- 
pay ee the kinds which @ 
celsior Cans, d : ance, coupled with ours, must lead to Mutual 
Safety Cans, Shop they will fin S) j Profit, so write us today and get the details of our 
wa easiest to sell. = agency proposition 





Write for Com. 
plete Catalog 











Geo. W. Diener Mfg. Co. The D. T. Williams Valve Company 
400-416 Monticello Ave., Chicago COREMATE, GRO 

















MYERS SHioung 


Round Rawhide Pins 


(used in connection with metal belt lacings) 


a 


A. fl 
YERS 
1v 1 





ae RESIDENCE 
We are the manufacturers of r* WATER SYSTEM 


these and now offer our prod- 
uct direct to the jobbing trade. 


Twisted Round 
“Safety Lacing” 
ifunning Water 


A round wire-like stretchless, non- 1 | | overywhere 


metallic belt lacing which is stead- Myers Water Systems are 
: : i | , pumping the water supply for 
ily replacing the ordinary round fi i | i thousands and thousands of 

% : = homes, farms, public and pri 
metal wire lace. ‘ vate institutions. 

Some are being pumped by 
hand, others are being operated 
by wind power, while many are 

et connected up with a gasoline 
Th Chi R ee Mfé Cc — or an electric motor. — one in a a giving 
enduring satisfactory service, and its installation has brought profits 

e€ icago awnide g- o. and more business to the dealer who installed it. ? . 


1301 Elston Ave Chicago Ill To find out more about them is but to drop us a line for catalog, 
° » ° 


information and trade prices. 








Mechanical Leather Tanners St Pn a ee ear oe fede 
Rawhide — Indian Tan Krome Wh THE FLE. MYERS & BRO.¢co9. 
© } ASHLAND. OHIO. 
at er Pence rers for over Fifty Years of MY’ 


Manufactu MPS for Every 
WATER svsTems- “HAY and GRAIN UNLOADING TOOL A et (FACTORY ana 
ARAGE DOOR HANGERS: STORE CAGDERS E 
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